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Teaching Aids for This Issue 


How to Use This Issue 

This is a special issue on distribution. 
There is enough material in it for a unit 
of work extending over a week or 
longer. Discussion questions and activi- 
ties suggested for the major articles in- 
dicate lines of development for such a 
unit. 

If you expect to give this issue only 
one period during the week, the follow- 
ing plan is suggested: 

Have the class read the article which 
gives an over-all picture of the unit, 
“Modern Distribution” (p. 9). Individ- 
uals or groups in. the class may be 
assigned other articles— 

“Perishable—Rush” (p. 14). An ac- 
count of various transportation methods 
and techniques whereby perishable ma- 
terials are transported with speed. 
Readers of this article should be pre- 
pared to discuss the question: How 
have methods of preserving perishable 
items changed in the past hundred 
years? 

“Telling the World” (p. 16). Ques- 
tions: Does advertising increase the cost 
of things you buy? What are some of 
the different kinds of advertising which 
affect you? 

“Small Town U.S.A.” (p. 20). The 
story of Clyde, Ohio. Passenger trains 
no longer stop there; but the town is 
bigger and busier than ever. Question: 
What factors help to explain the growth 
of Clyde, Ohio? 

“Serve Yourself” (p. 22). An account 
of the growth of super-markets in our 
country. Question: How are super- 
markets affecting shopping in our com- 
munity? 

“Life of a Salesman” (p. 23). The 
place of salesmen in our business life 
is considered and the qualifications of a 
good salesman are indicated. Question: 
Am I qualified to sell? Why? or Why 
not? 

Other major articles are indicated be- 
low with suggested discussion questions 
or activities. 


Modern Distribution (p. 9) 


Digest of the Article 

America’s life line in getting goods 
from the producer to the consumer is 
made up of manufacturers, farmers, 
wholesalers, and retailers who utilize 
varied means of transportation to get 
the goods to the final consumer. Goods 
ranging from iron ore to bananas are 
assembled at central points until they 
are ready for shipment to retailers or 
manufacturers. Distribution has been 
facilitated by grading and standard- 
ization of many items. Their sale is 
increased by advertising which aims to 
develop in the buyer a desire for a par- 
ticular product. Factors which enter 
into the cost of goods include credit 
which may be extended to a seller until 
he can find a purchaser for his goods, 
the degree of risk involved in carrying 
on a business, the cost of protection 
against risks, and expenses connected 
with carrying on a business. Distributors 
are attempting various methods of cut- 
ting down the spread in price between 
producer and consumer. These include 
special containers for less than carload 
lots, hydraulically operated tail-gates on 
trucks, and electronic devices for auto- 
matic grading. 
Aim 

To help students understand how 
goods get from producers to consumers 
and the factors which enter into the 
costs of distribution. 


Assignment 

1. Explain each of the following 
terms as they relate to distribution: 
(a) concentration of goods; (b) whole- 
saler; (c) low-cost transportation; (d) 
grading; (e) credit costs; (f) spread; 
(g) overhead. 

2. What is meant by the expression 
“America’s life line,” in connection with 
modern distridution? 

3. Why is there a spread between 
what the producer gets for wheat and 


what you pay for a loat of bread? Be 
specific. 


Discussion Questions 

1. Study the illustrations on page Y. 
How do they help you to understand 
our system of distribution? 

2. How would the breakdown of our 
transportation system affect you in your 
daily life? 

3. What does a businessman mean 
when he speaks of the “mark-up” on 
his goods? What is the difference be- 
tween mark-up and profit? Do you 
think that mark-ups on the things you 
buy are too high? Defend your answer. 


Is “Fair Trading” Fair (p. 12) 


Digest of the Arguments 

Those who believe that manufactur- 
ers of brand-name articles should have 
the right to price-fix their merchandise 
hold that price-cutting of brand name 
goods degrades them in the eyes of the 
public; that small businessmen would 
be forced to close their shops; that loss- 
leadering brings customers into the 
store where they are then likely to buy 
over-priced materials; that fair-trade 
laws do not permit establishment of 
fixed prices on staples like wheat; that 
price-cutters cannot afford to give their 
customers proper service. 

Opponents hold that fair trading 
raises prices for the consumer; that in- 
efficient retailers are being kept in 
business by artificial price supports; 
that super-markets are prevented from 
passing on their savings to consumers; 
that loss-leadering can be curbed by 
laws other than fair-trade enactments; 
that fair trade actitally harms brand- 
name manufacturers because some large 
retailers may have to cut the line out 
altogether and other retailers reduce the 
size of their orders. 


Assignment 

1. In paralle) columns (avoiding use 
of the italicized headings in bold face 
type) outline the arguments for and 
against fair trading. 

2. Which of the arguments did you 
find most convincing? Explain. 
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Activities 

1. Have one group in class poll the 
neighborhood merchants on the ques- 
tion of “tair trading.” Another group 
can poll housewives. A third group can 
poll “the man of the house.” The class 
can frame appropriate questions. 

2. The class can attempt a “practice” 
letter to your local Congressman in 
which each student expresses his point 
of view on the question. 


U.S.A.’s Foreign Trade (p. 24) 


No nation is selt-sufficient—not even 
the United States, The Department of 
Commerce recently listed 114 items 
which we must import wholly or in part 
to meet our national needs. No fewer 
than 18 of the 37 most essential items 
used in making a telephone must be 
imported. As the world’s largest ex- 
porter and importer, we realize that 
trade is a two-way proposition. Unless 
we buy from other countries, they can- 
not buy from us for they will lack the 
necessary dollar exchange. Through re- 
ciprocal tariff agreements, started in 
1934, we have attempted to reduce our 
tariffs in return for similar considera- 
tions by partners to the agreement. We 
have not as yet ratified the International 
Trade Organization proposal, which is 
a United Nations effort along similar 
lines. We have participated in the con- 
ferences of GATT (General Agreement 
on Tariffs and Trade) and are one of 
the 23 signatories to this agreement 
made in Geneva, Switzerland, in 1947, 
which provides for mutual] reduction of 
tariffs. 


Aim 

To help students understand that no 
nation is self-sufficient and that trade 
is a two-way affair. 


Discussion Questions 

1. What did you have for breakfast 
this morning? Which foods in the tradi- 
tional American breakfast are imported? 
Discuss other evidence which indicates 
that the U. S. is not self-sufficient. 

2. It is a fundamental principle of 
international trade that you cannot sell 
goods to a country unless you buy from 
it. Why is this so? 

8. Is the United States doing enough 
to break down trade barriers among 
nations? Defend vour answer. 


Activity 

On Scholastic Magazines’ 1952 News 
Map of the World, indicate the major 
countries from which we import mate- 
rials. Use symbols to indicate the im- 
ports. (Sources: World Almanac, 1952, 
p. 637; Information Please Almanac, 
1952.) 


Coming Up! 
in Future Issues 
March 26, 1952 

National Affairs Article: America 
Grows Older—The increasing number 
of Americans in the retirement-age 
bracket and the economic, political, so- 
cial, and psychological effects of this 
change in our manpower picture. 

Foreign Affairs Article: Indonesia 
Comes of Age—A survey of events in 
Indonesia since the end of World War 
II and the causes of the present crisis 
in Indonesfa’s government. 

Forum Topic of the Week: Should 
Rain-Making Be Controlled by the Fed- 
eral Government? A pro and con discus- 
sion of this controversial question. 


Special Issue 
April 2, 1952 
The World Food Problem—A survey 


of the world’s food resources and what 
is being done to increase them. 





Meet Dr. Paul H. Nystrom (p. 8) 

In our “Interview of the Week” we 
meet a professor emeritus of marketing 
at Columbia University and follow his 
career from the sale of a salt mackerel 
in a mid-western general merchandise 
store through sales promotion jobs in 
various industries. 


Discussion Questions 

1. Do you think Dr. Nystrom is quali- 
fied to give advice on marketing? Why? 

2. According to Dr. Nystrom the best 
way to know your customer is to be 
one. What does he mean by that? 

3. To what extent does your work in 
school help you towards a career in 
marketing? 


References 
See “Tools for Teachers,” Scholastic 
Teacher, March 5, '52, p. 28-T. 


“Ad Wise” 
(Advertisement) 

Most of the advertisements in this 
issue of Senior Scholastic are especially 
prepared to supplement the material on 
distribution, the theme of the issue. The 
following discussion and fact questions 
may be used to integrate the advertis- 
ing with the editorial content, for class 
work on this unit: 

American Trucking Associations (pp. 
2, 3): How do trucks help to make 
possible the shift of families from over- 
crowded sections of cities to suburbs 
and country areas? Develop the full 
meaning of the phrase “trucks travel 
direct.” Explain why trucks are a major 
means of transportation today. 


Chrysler Corporation (pp. 30, $1): 
Explain how transportation “is part of 
every other job”—to quote the headline 
of this advertisement. Give figures to 
show the vastness of the U. S. highway 
and motor vehicle development. (52 
million motor vehicles, 3% million miles 
of roads, three out of every four tons of 
freight go by truck, ete.). Do we have 
all the transportation we need? Explain 
your “yes” or “no” answer. 

United Fruit Company (pp. 34, 35): 
A writer on nutrition used the phrase 
“You are what you eat.” Explain the 
meaning of this. What did he mean? 
Why are bananas called a “protective 
food”? What is the meaning of the term 
“dietary deficiency”? What are some of 
the harmful effects in adult life of 
“dietary deficiency” in babyhood and 
childhood? What relationship do you 
see between this phrase and the head- 
line “Doctor . . . what is a nutritional 
time bomb?” Teachers are invited to 
write for the free folder, The Banana 
Story, which lists teaching materials 
published by the Educational Depart- 
ment of United Fruit Company. For the 
folder, address letter or card to Teach- 
ers’ Service Bureau, Scholastic Maga- 
zines, 351 Fourth Ave., N. Y. 10, N. Y. 

Sinclair Oil Corporation (pp. 38, 39): 
For what purpose is the seismograph 
used in the oil industry? What is the 
meaning of the word “crude” as used 
by oil men? What are four major means 
of transporting oil and other petroleym 
products? On a map of the United 
States, identify the states through which 
the Sinclair Pipe Line would run on a 
direct bee line from points in Texas 
along the Gulf of Mexico to East Chi- 
cago on Lake Michigan. 

General Electric (p. 5): What new 


_ use for FM radio has been found for 


Wayne County, N. Y.? Why do GE 
scientists raise sheep at the atomic 
energy plant in Hanford, Washington? 

Greyhound Bus Lines (p. 6): What 
U. S. National parks can you name? 
Which ones would you visit if you had 
one month for the trip? 


Front Cover 

Photos, top to bottom, from Wide 
World, American Trucking Associations, 
Atlas, The Great Atlantic & Pacific Tea 
Company. 


THIS WEEK'S QUIZ ANSWERS 


(see page 32) 
I. Modern Distribution: A. a-2; b-4; c-3; 
d-5; e-1: B. a-5; b-2; c-1; d-6; e-3. 
Il. Is “Fair Trade” Fair? a-F; b-A; c-F; 
d-A; e-A; £-F; g-F; h-A. 
Ill. U.S.A.’s Foreign Trade: a-1; b-1; 
c-3; d-4; e-2; £1; g-1; h-4. 
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SELL IT 





Back of the loaf is the snowy flout, © 
And back of the flour the mill, 


And back of the mill is the wheat 


And the sun and the Father’s wi 


From “Give Us This Day O@P EM 
by Malthig® 
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... And Thousands of Jobs and Businesses in 

Almost Every Field . . . Thousands of Cities (Maybe 
Yours, Among Them) Exist and Thrive Today Thanks 
to America’s Swift, Efficient Trucks. 


This message may be reprinted in whole or in 
part without permission, upon notifying Ameri- 
can Trucking Associations, Washington, D. C. 





American Model 


HOW TRUCKS SERVE YOU, YOUR FAMILY AND THE 

NATION ... It's amazing, when you stop to think of it, 

how much we depend on trucks in our daily lives. Without 

trucks, most of the things we take so 

much for granted simply wouldn't 

be available to us: Fresh foods on 

store shelves. Fashionable clothes 

available no matter where we live. 

Ice cream. Movies. Soft drinks. And 

literally hundreds of thousands of jobs 

in almost every field .. . What is it that makes trucks so 

important? These amazing carriers are, in effect, a vast, 

flexible series of connecting links that tie together our 

farms, mills, factories, warehouses, stores and homes. Trucks 

are able to feed raw materials directly to factories — making 

possible jobs in hundreds of industries which could not 

operate without this swift, unfailing feeder service. The 

truth is, wherever we live or work —whatever we buy or 
own—if we've got? it, chances are a truck brought it. 


WHAT THEY CARRY... If trucks were transparent, you'd 
see a fabulous world rolling over the roads. A world of 
luxury, blended with everyday necessities ...a world of raw 
materials, and gleaming, finished products. Safely stowed 
within America’s trucks, you'd see everything you eat, 
wear and use— moving to where you and your family can 
see it, compare it, choose it and buy it. In peace or in a 
national emergency, trucks keep America moving forward 
—carrying and delivering whatever is needed, to wherever 
it's going—and doing it faster, better, at lower cost. 


EFFICIENCY, ECONOMY — DELIVERIES DOOR TO 
DOOR... Of all major forms of transport, only trucks 
travel direct — door-to-door — 

delivering from farm to market 

— from factory to store— from 

store to your door. Because 

trucks are never sidetracked, 

They go from source to 


destination, in the least possible time, for the least amount of 
money ... and all of us live better and cheaper because of it. 


NEW LIVING AREAS—BETTER LIVING—THANKS TO 
TRUCKS ... Today, millions of families live in their own 
houses, on their own plots of land—away from the city’s 
noise, heat, dirt and discomfort. And every day, more and 
more families are shifting away from crowded city living 
to clean, roomy suburbs and surrounding country. Trucks 
help to make this possible. 

vy, Specialized trucks not 

% only help to.build the 

roads and streets that 

s open up new living areas, 

but trucks carry all the luenber, bricks, mortar —everything 


- ae 


otis. Sal 


—that goes into the homes, stores and other structures in 
these new living centers. What's more, after the community 
is established, it takes trucks to keep it supplied, with food, 
clothing, newspapers —everything needed to keep a tawn, 
city or village flourishing and in comfert. 


YESTERDAY ... TODAY... In 1918, right after the 
First World War, there were only about 215,000 trucks in 
the United States. By 1940, just before the start of World 
War II, over four million trucks were serving America’s 
farms, factories, stores and homes. Today, about nine mil- 
lion local and long distance trucks do a stupendous job 
of moving, hauling, delivering . . . day in, day out—in 
every kind of weather, over every kind of road. Today, 
this giant industry is the second largest in America... . 
employing more than four times as many people as the 
railroads ... issuing every eleventh 
paycheck in the United States 

. serving more people, more 





often than any other major 
form of transport in the 








world. No wonder it is so 
often said — “America Moves 
on the Wheels of Trucks!” 


tne AMERICAN TRUCKING  woustey 


AMERICAN TRUCKING ASSOCIATIONS, WASHINGTON 6, D. C. 
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tans Serr, — 
Some time during the next few years, 
you'll probably be called upon for mili- 


tary service. Let's see how it will 
affect your life insurance planning. 


You already have some life insurance, 
and going into the service won't affect 
it at all What's more, at this time, 
any insurance you secure from Mutual 
Benefit Life before you are actually 
called, will have no restrictions. 

But — and this is important — any 
insurance you take out after you've been 
called will have a military clause, and 
you won't be protected during military 
activities So, Jerry, it's just good 
business to take out all the insurance 


Avs 
san before you're called! 


y 


And now a word about the free life 
rance the Government will give you 
1en you go in service While it's 
2rely temporary, or term insurance, and 
esn't pay dividends or have cash 
1e, it's good insurance. You can 
new it over and over again after 
u're back in civilian life, and it 
will give you protection at extremely 
low cost, while you're building up your 


regular insurance program! 


« 


Affectionately, 


you’ll probably be called 





THE 


MUTUAL BENEFIT LIFE 


INSURANCE COMPANY =©§ ORGANIZED 


300 BROADWAY, NEWARK, 


in 1645 


NEW sEaS8¥ 
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AISING sheep seems like a far cry from study- 

ing radioactivity. But at the atomic energy 
plant in Hanford, Washington, General Electric 
scientists are doing some sheep farming to learn 
more about the effects of radiation and radioactive 
wastes. 

The 200 sheep that are assisting the scientists in 
their experiments are a pampered lot, thriving on 
their balanced diet of alfalfa, grain, and food pellets 
containing radioactive iodine. Even the maximum 
dose of radioactive material, it has been found, has 
very little effect on the sheep. 

Similar experiments are being carried out on 
salmon, Although we doubt that anyone could sit 
still that long, we’re told that one person would 
have to eat, at a single sitting, 100 pounds of these 
specially treated salmon to absorb a noticeable 
amount of radioactive material. 
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ig fire fighting, speed is all important. That’s why 
the volunteer fire departments of Wayne County, 
N. Y., have installed two-way radio in their vehicles 
and formed a county-wide network to co-ordinate 
their activities. Realizing that the first few minutes 
of a fire are the crucial ones, county fire chiefs de- 
cided radio could help rush equipment to the scene. 
Together with General Electric engineers in nearby 
Syracuse, they worked out details of the radio net- 
work, A complete headquarters FM radio com- 
munications station was installed at Lyons, the 
county seat, from which contact can be made with 
any of the county’s 27 departments. 

Walkie-talkie radios keep firemen on water 
pumpers in constant touch with the men close to 
the fire. Pumpers are sometimes as much as a mile 
from the fire, and calls for more or less water 
pressure are speeded by radio. 


Gu can pul your confidence tn 
GENERAL ELECTRIC 
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T looks like a yawning hippopotamus, it operates 
like an army tank, and it’s used to shuttle coal 
around way down under the earth. General Electric 
developed this strange vehicle to haul coal from the 
veins to cars which then carry it up to the surface. 
The shuttle car runs by electricity—its 600 feet of 
extension cable plugged into an outlet in much the 
same way as a household appliance. 
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Greyhound 
offers today’s 


Best Buys 
in Travel! | 


Travel-wise teachers — and students, too 

have compared Greyhound with all other 
transportation and have found: a lot more 
miles for travel dollars . . . more schedules 
more comfort in deep- 





to more places . 
cushioned, reclining seats . more friend- 
liness among fellow passengers .. . a Lot 


More Travel for a Lot Less Money! 


Best Buys in Spring trips 

A visit with the folks, a week-end 
in the city, a pleasant “get-away” at 
Eastertime . .. they're Spring Tonics, 
when you go Greyhound! 


Best Buys in Summer vacations 


Whether you're headed for the Na 
tion’s popular resorts, cities, National 
Parks—you'll save more getting 
there by Greyhound SuperCoach! 





Best Buys in class excursions 


Field trips to historical cities, sports 
events, band or choir trips... all are 
more economical and a lot more fun 





by Chartered Greyhound! 








Th ant 


There's something about 


a GREYHOUND that makes it 
ae . 


the FRIENDLY way to travel ! 


@eeeeeaeecee ee eeeeneeaeeseeeeeeeeeaeaeeeeee ser 


FREE folder to help plan Spring trtps, Summer vacations! 
Mail coupon to Greyhound Information Center, 105 W. Madi- 
son, Chicago 2, Il. for booklet with 40 pre-planned pleasure trips. 


—— 
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NAME 





ADDRESS 








CiTY & STATE SC-4-82 
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-..» and that’s what we mean! This let- 
ters column, a regular feature, is open 
to opinion on any subject and criticism 
of any kind, brickbats or orchids. We 
want to know what’s on your mind. 
Other readers do, too. Address Letters 
Editor, Senior Scholastic, 351 Fourth 
Ave., New York 10, N. Y.—The Editors. 


Boy dates Girl 


Dear Editor: 

Myra Klinger’s suggestion in the 
Feb. 13 issue that “Boy dates Girl” 
could be improved by using illustra- 
tions giving the experiences of students 
and telling how they were solved seems 
to be an excellent idea. Another way 
in which it might be handled is to dis- 
cuss each problem in somewhat shorter 
form. I have noticed, especially in re- 
cent issues, that often only one or two 
problems are treated and they are 


dragged out into four or five para- 
graphs. I suggest that more letters be 
answered, each by perhaps one para- 
graph. 

If an individual student disagrees 
and doesn’t use the suggestions offered, 
he might at least be encouraged to fig- 
ure out a logical solution to his situation. 

Mary Ann LaBuz 
Oneonta (N. Y.) High School 


Dear Editor: 

I agree with Myra on the point that 
“Boy dates Girl” should have problems 
and their solutions. I feel you should 
print a problem such as how to “make 
up” after a quarrel with your girl or 
boy friend was ask readers for ideas. 

Susan Geiger 
Macombs Jr. H. S. 
Bronx, New York 


Income Taxes 
Dear Editor: 

In reply to P. W. Mauger’s letter in 
the Jan. 9 issue, I am opposed to the 
adoption of the 25 per cent income tax 
limit amendment to the Constitution. 

A high tax seems to be one of the 
only ways left to help curb the inflation 
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problem which we now have to con- 
tend with. It’s true that Congress bas 
already spent a large sum of money, 
but they are going to need much more 
to pay for the big national debt now 
facing our United States. 

Dan L. Suffus 

Grand Island (Mich.) Sr. H. S. 


(Any more comment on the 25 per 
cent income tax limitation?—Ed.) 
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. “You cannot fool all of 
the ___ all of the time.” 

. “Opportunity but 
once.” 

. A circle of light. 

2. “Cowards —___ 
times before their 
deaths.” 

Girl's name. 

. Exists. 

. Invented the cotton gin 
(initials ). 

. Handle, manage. 

. “On earth ___, good 
will toward men.” 

. Drive (abbr.). 

3. “Two heads are better 
than - Prag 

. Negative answer. 

7. Preposition. 

. Brother (French). 

. American newspaperman 
imprisoned in Czecho- 
slovakia (initials). 

2. Mineral in its native 
state. 

. “Out of the frying ‘ 
into the fire.” 

34. Common suffix. 

. “Like off a duck’s 
back.” 

. Biblical form for “You.” 

9. Exclamation of delight. 

. “The Sweetheart of 
Sigma ~ 42. Be. 

. “Sweets to the — we 

. “... Nothing is certain 
but death and oe 

. Expression of surprise. 

. Hawaiian Islands (abbr.). 

. One who does something. 

. Poem. 53. Leave out. 

. Borough of Richmond in 
N. Y. City, Island. 

. “Friends, , Country- 
men, lend me your ears.” 


many 


. “In one 


. “Suit the 


. 21st letter of the Greek 


alphabet. 
“Oh is 


cca ae 


West is West, and never 


the twain shall meet.” 


3. Overload (abbr.). 
. “Knowledge is 


The Phrase Is Familiar 


By Charles Hinson, Dreher H. S., Columbia, S. C. 
* Storred words refer to popular quotations 
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5. Newspaperman. 
3. “Am 


my, brother’s 


7. Musical instrument. 
. Chemical symbol for 


cerium. 


9. Leg joint. 
ey °° & peeceyY 


conquered.” 


. Road (abbr.). 
. Company (abbr.). 
. “What 


these 
mortals be.” 


4. Poetical contraction of 


beneath. 


26. “The love of ___ is the 


root of all evil.” 


. “I have other fish to __.” 
. “Many are called, but 


are chosen. 
and out 
the other.” 


. “K’sa long vena to 


Tipperary. 
to the 
word.” 


. One of two. 
. Atomic weight (abbr.). 
. “Absence makes the _— 


grow fonder. 


. Established principle, 


maxim. 


3. Personal pronoun. 
. “Fired»the 


heard 
‘round the world.” 


. Part of the leg. 
. Belonging to Ed. 
9. Contraction of it is. 
51. Each (abbr.). 
. Female parent. 


2 ™ 















































“7 








50 








= 
35 





























Students are invited to submit original crossword puzzles for publication 
in Scholastic Magazines. Each puzzle should be built around one subject, 
which may be drawn from History, Art, Science, or any other field of 
knowledge. Maximum about 50 words, of which at least 10 must be 
related to the theme. For each puzzle published we will pay $10. Entries 
must include puzzle design, definitions, answers on separote sheets, de- 
sign with answer filled in, ord statement by student thot the puzzle is 
original and bis own work. Give name, address, school, and grade. 
Address Puzzle Editor, Senior Scholastic, 351 Fourth Avenve, New York 
10, N. Y. Answers in next week's issue. 
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Meet Dr. Paul H. Nystrom 


His big job is to find out 
what the consumer wants most 


HE customer is king. That is the impression one takes 

iway with him after chatting with Dr. Paul H. Nystrom— 
Mr. Marketing himself. 

After more than’ half a century in the business of selling 
and teaching others how to sell, Dr. Nystrom, professor 
emeritus af marketing at Columbia University, is still a cus- 
tomer at heart. Perhaps thig is one reason his advice is valued 
so highly by business leaders, educators, students, and the 
United States Government. His sympathies have always been 
with the little fellow on the other side of the counter—the 
consumer. 

For instance, a while back he began to notice that sales- 
people weren't thanking him for what he’d bought in their 
stores. A little thing, perhaps, but enough to start customer 
Nystrom on a one-man courtesy crusade. 

He is in an excellent position to carry on this crusade. As 
president of the Limited Price Variety Stores Association, he 
has the ear of 7,400 store owners. So, if someday you hear 
the salesgirl in your particular Woolworth’s or Kresge’s or 
Kress’s or W. T. Grant’s say “thank you,” turn around and 
thank Dr. Nystrom 

Dr. Nystrom’s interest in the American consumer began 
in 1893, when at the age of fifteen he left his family’s farm 
near Maiden Rock, Wis., and went to work for the proprietor 
of a general merchandise store in a nearby town. The pay 
was $2.50 a week, but—as he now recalls—“the dollas went 


further in those days.” 


From Salted Mackerel to Shirts 


‘The technique of selling has changed a good deal since 
then,” says Dr. Nystrom. “We used to spend three times as 
much time with each customer, and we knew them all by 
their first names. No high-pressure salesmanship. Any sug 
gestions were made as friendly gestures. Nowadays, clerks 
usually handle only one type of merchandise. But I remem- 
ber going down to the cellar and bringing up a salted mack- 
erel, then selling shirts a few moments later. I'd have to 
remember to wipe my hands carefully so as not to get the 
mackerel smell all over the store.” 

Not long afterward, young Nystrom accepted an offer to 
go to work for a store in Ellsworth, .Wis., at $2 a week 
more. He might still be in that neighborhood today, if a 
salesman hadn't suggested that he go back to school and 
improve himself. 

“But I couldn't go back to school,” he says. “I didn’t have 
the money.’ 

A solution presented itself in the form of an invitation 


from the county board of education. The board asked him 


to become a teacher 


“I'd learned to be pretty good in arithmetic,” Dr. 
Nystrom says. “I took an exam for,a teacher’s certificate and 
1 got the lowest certificate there was.” 

After obtaining his certificate, Dr. Nystrom buckled down 
to work and study. It wasn’t easy, he says. “I had to study 
to beat the band to keep ahead of my students.” After sev- 
eral years of teaching in different schools, studying and 
passing examinations, Dr. Nystrom bagged his high school 
diploma and landed the principalship of a small high school. 
He was twenty-four at the time. 

When World War I broke out, Dr. Nystrom had already 
earned his Ph.D. degree and was teaching political economy 
at the University of Wisconsin. Business was still his chief 
interest, though, and he left for New York City to become 
assistant to the president of the U. S. Rubber Company. 
In 1918, he took on the circulation problems of the Interna- 
tional Magazine Company, publishers of Cosmopolitan, Har- 
per’s Bazaar, and Good Housekeeping. 


Get to Know Your Customer 

He did a good job—too good. Circulation zoomed, but the 
amount of advertising sold couldn’t keep pace with the 
number of copies sold, and profits went down.“Most of the 
cost of putting out a magazine is paid for by the advertising. 
It was “with a feeling of frustration” that Dr. Nystrom re- 
signed and became director of an organization made up of 
eighteen department stores. Later, he joined the teaching 
staff of Columbia University. 

A good deal has happened to the business cf retailing 
since the days Dr. Nystrom sold his first salted mackerel] to 
a customer in Wisconsin. The annual volume of business 
has soared from around $10,000,000,000 to $151,000,000,- 
000, and it’s still going up. In that period, the country has 
also seen the birth of modern advertising and the coming 
of age of huge department stores. 

It’s a good business to get into, says Dr. Nystrom, because 
there’s little or no chance that retailing will die out. It’s been 
around since the beginning of history, and future retailers 
will flourish as did their forerunners—“provided they equip 
themselves with the knowledge of what consumers want 
and how they want to be served.” 

To prepare foma career in marketing, Dr. Nystrom advises 
as much of an education as possible, plus a good dose of 
on-the-job training. Above all, get to know your customer. 
And the best way to know him, Dr. Nystrom implies, is to 


be one yourself. —Bvatne LITTELL 





Modern Distribution 


AMERICA’S LIFE LINE 


VERY WORD in this special issue on 

distribution has a dollar-and-cents 
meaning to you and your parents. You 
and they pay the cost of placing goods 
in your home. To put it in slang—-YOU 
pay the freight. 

After reading and studying this spe- 
cial issue, take it home to your parents 
to read. See that they don’t skip the 
last few paragraphs about what all con- 
sumers can do to reduce the cost of dis- 
tribution—and the price you pay for the 
things you buy. 

A ton of coal heaped high at the pit- 
head of a Kentucky mine does no good 
whatever. It cannot heat your home, or 
help-make a single sheet of steel, until 
it reaches your coal bin or the steel 
maker’s furnaces. The same is true of 
every other product grown, mined, or 
manufactured in the United States. 
Even if we limit ourselves to the dis- 
tribution of products actually used by 
consumers, the problem is immense. 
There are 150,000,000 of us, living in 
cities and towns all over this vast coun- 
try, deciding each day to buy every- 
thing from artichokes to zippers. It is 
the task of-distribution to bring all these 
products to you as fast as possible, and 
even to have them waiting in the store 
before you know you need them. A great 


























deal of activity we almost never see or 
hear about must take place in order to 
make this near-miracle possible. Here 
are the most important ones: 


Concentrating the Goods 


Since the products we need are pro- 
duced in many thousands of mines, 
farms, and factories all over the country, 
it is necessary to assemble them at con- 
venient points for use, or for distribu- 
tion to consumers in a certain area. An 
automobile manufacturer must assemble 
near his plant all the raw materials 
which go into the cars he makes. A 
wholesale produce dealer may assemble 
bananas from Nicaragua, oranges from 
Florida, potatoes from Idaho, pine- 
apples from Hawaii, and so on, in a con- 
venient location to serve the retailers in 
his area. The retailer in turn, may 
assemble goods from many manufac- 
turers and wholesalers so that we, his 
customers, will have many products, 
brands, sizes, styles, o1 models to choose 
from. Along each step of the process, 
the product is delivered into smaller and 
smaller quantities. The wholesaler may 
buy a carload of canned peaches from 
the food processor. He seils a hundred 
cases to the retailer, who sells you one 
can out of the case. (Turn page) 
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Wherever goods are assembled along 
the route from the producer to you, they 
must be properly stored until they are 
needed. Some companies operate cold- 
storage plants, warehouses, or grain ele 
vators, and rent space to growers, manu- 
facturers, or wholesalers. Often, the 
manufacturer, wholesaler and retailer 
operate their own warehouses, keeping 
on hand a supply of goods to serve 
those to whom ’they sell. Many food 
products are stored during seasons of 
high production for use during seasons 
of low production. Quick-freezing of 
many foods, before storage, is the latest 
method used to bring fruits, vegetables, 
and meat to our tables whatever the 
season. 

Some products, like bananas and 
tobacco, are stored for aging or ripen- 
ing. Or coal and iron may be stored be- 
cause transportation by inexpensive 
waterways become irregular, or stops 
entirely, during the winter months. In 
still other products, goods are stored to 
meet seasonal demands. 


Transportation 


Our distribution system depends 
greatly on the efficiency and extensive 
ness of our nation’s transportation sys 
tem. To carry the products of our farms, 
factories, and mines, we have one-third 
of the world’s railroads, one-third of the 
nearly three 
fourths of its trucks and cars. We have 
airlines, and freight 
country on the 


world’s highways, and 


pipelines, 
than any other 


more 
ships 
globe 

Our vast transportation‘’networks pet 
mit manufacturers to locate their plants 
close to the be st sources of raw mate 
rials. Today, because of low-cost trans- 
portation, goods are consumed far from 
the place of manutacture 


Whet Grade Is It? 


The grading of products has, in re 
cent years, become one of the most 
important steps in distribution. Tobacco, 
wheat, corn, meat and other farm and 
ranch products are graded as they are 


New York. New Haven, and Hartford Ratlroad 
assembled and marketed. The grading 
is performed according to standards 
which have been set up by the U. S. 
Department of Agriculture. In many 
other products, standards have been set 
up by the industries themselves. These 
standards make buying and _ selling 
easier, since the buyer knows exactly 
what he is getting and can safely buy 
large quantities of a product on the 
basis of its grade. He can even order 
the shipment by telephone or telegraph, 
simply by describing the grade he de- 
sires, without having to inspect the ac- 
tual products he is buying. Thus, grad- 
ing and standardization save time and 
expense in the distribution process. The 
consumer also benefits, since these 
standards permit him to buy a wide 
range of products with absolute confi- 
dence in their quality. 


Advertising and Selling : 


The company which makes a product, 
assembles it, stores it and grades it, can- 


TRUCK TRAILERS TAKE RAILROAD RIDE: 
A frequent sight at night along the New 
York, New Haven and Hartford Railroad 
is a string of railroad flat cars hauling 
truck trailers. The trailers are loaded with 
cargo, destined for Springfield and Bos- 
ton (Mass.), Hartford (Conn), and Provi- 
dence (R. 1.) Trucks bring the trailers from 
factories to the railroad freight yard and 
take them to warehouses and retail stores 
at the end of the rail run. Tractors are 
used to pull the trailers on and off cars. 


not sit back and wait for customers. It 
is essential to let buyers know where, 
when, and at what terms the goods are 
available. 

Today selling means miore than giving 
such information to prospective buyers. 
Througb the techniques of advertising, 
selling has become a creative force. Its 
aim is to develop in the buyer a desire 
for a particular product made by a par- 
ticular manufacturer. (See “Telling the 
World,” p. 16.) 

Not all advertising is from the manu- 
facturer to the public. He may also 
advertise to wholesalers, as well as have 
his salesmen call upon them. Whole- 
salers, in turn, may send salesmen to 
call on retailers in their area. Retailers 
use advertising to urge us to patronize 
their stores for these products, and to 
tell us of the customer services they 
offer. 


The Cost of Credit 


As we have seen, goods are often 
stored for some time before they are 
needed. During this time lapse between 
manufacture and use, money is tied up 
in goods waiting to be sold. If the man- 
ufacturer stores the goods, he may have 
to borrow money to pay storage fees, or 
to keep his plant in operation until the 


Ewing Galloway 


TRUCK MEETS STRATOFREIGHTER: Heavy cargo moves up to side of big 
Boeing C-97, to be lifted by Towmotor to upper-deck cargo door of the plane. 





goods are sold. If the wholesaler stores 
the goods for future sale, he may have 
to borrow money to pay the manufac- 
turer. Whoever borrows the money will 
have to pay the lender for its use. The 
cost of credit then, must be added to 
the cost of distribution. Often, the man- 
ufacturer extends credit to the whole- 
saler, by letting him have the goods for 
several months before he pays for them. 
The wholesaler may extend credit to the 
retailer. And the retailer may extend 
credit to his customers, permitting them 
to buy the product “on the installment 
plan.” Consumer credit adds greatly to 
the retailer’s distribution costs. 


Who Takes the Risks? 


If you buy almost any product, for 
example a TV set, you take risk. It 
may blow a picture tube, and cost you 
a great deal of money to repair. A new 
model may come out that makes your 
set “old-fashioned” and reduces its value 
on a trade-in. It may be damaged in an 
accident, or destroyed in a fire. 

Such risks are taken by everyone who 
takes possession of goods. Rain, wind, 
hail, earthquake, hurricanes, floods, heat 
and cold —all threaten to destroy or 
damage his goods. The livestock he 
buys may become diseased, perishable 
goods may spoil, and become less valu- 
able, or worthless. 

On top of these natural risks, still 
others may be faced. A retailer, for ex- 
ample, may stock thousands of Palm 
Beach suits only to see fashions change 
—and therefore be forced to take a loss 
on his merchandise in order to sell it 
at all. 

Whoever risks his money is entitled 
to expect a profit, and the greater the 
risk, the more profit he has a right to 
expect. The cost of risk bearing is also 
part of the distribution cost. So is the 
cost of protection against such risks, in 
the form of insurance against fire, theft, 
breakage, spoilage, shrinkage, and a 
drop or rise in prices. 


Of Men and Money 


Here’s an economics word to add to 
your vocabulary: spreap. It refers to 
the difference between what the pro- 
ducer received and what you paid at 
the grocery store. 

. Spread varies from product to prod- 
uct. With meat, for instance, the pro- 
ducer (the cattle grower) gets a much 
higher percentage of your dollar than 
does the wheat farmer on the bread you 
buy. 

Let’s examine the spread on bread, 
and we don’t mean margarine or butter. 
The retailer from whom you bought it 
charged you 18 cents. His “mark up”"— 
which is the difference between what 
he charged you and what he paid the 
baker—is 16 per cent, or 2.88 cents. The 


United Frutt Co. 


BANANAS GLIDE FROM SHIP TO TRAIN: Unloaded at New Orleans dock, 
bananas are carried by continuous belts from ship to refrigerator cars. 


retailer paid the baker 15.12 cents for 
the bread. 

The retailer's mark-up varies from 
item to item. It is 16 per cent for bread, 
but more for other items, especially 
those that do not sell fast. 

If you buy a pair of roller skates or 
a tennis racket, the retailer's mark-up 
will be somewhere between 40 and 50 
per cent. On perfume, patent medicines 
anc many other items, the mark-up is 
also high. 

Don’t think for a moment that these 
percentages represent profit. That is, 
don’t confuse mark-up with profit. Be- 
fore you can arrive at the profit, you 
must take into account the retailer's 
rent, light and heat bills, wages for his 
clerks and delivery boys, wrapping pa- 
per, taxes, and many other expenses 
that are known as “overhead.” 


Cutting Distribution Costs 


All of us are consumers. We can act 
and use our influence to reduce the cost 
of distribution. The consumer who goes 
to a store, orders a pair of stockings and 
says to the clerk “send them” adds to 
the cost of all goods sold by that store. 
The consumer who makes it a practice 
of ordering something, trying it out for 
a week, then calling up the store to ask 
them to take it back—that person adds 
to the costs of distribution. If you live 
in a city that has serious traffic conges- 
tion, the delays in truck movement are 
reflected in higher prices for goods. 
Traffic congestion causes overtime pay 
for drivers and helpers, extra use of 
gasoline and oil, and’ trucks idle when 
they should be starting on their run. 


Much of the money spent by the 
manufacturer, wholesaler, and retailer 
to distribute their products goes into 
the cost of handling during assembly, 
transportation, storage, and warehousing 
of materials. A great deal of ingenuity 
and expense has helped, in many indus- 
tries, to modernize this aspect of the 
distribution system and to reduce the 
final price which you must pay for a 
product. 

For example, railroads have devel- 
oped special shipping containers for 
less than carload lots, so that an entire 
shipment may be moved on or off a 
freight car at one time. Many trucks are 
equipped with hydraulically operated 
tail-gates, which serve as loading plat- 
forms, raising freight to the level of the 
truck body or lowering it almost to 
street level. Warehouses employ con- 
veyor belts, and motorized freight car- 
riers which stack freight many levels 
high. Food processors employ electronic 
devices to grade automatically various 
food items. Time and again, savings are 
made and passed on to the consumer. 

Every industry has its own distribu- 
tion pattern, depending on the nature 
of the product, where it is made, and 
where its consumers are located. The 
product may be as bulky as iron ore or 
as compact as a diamond, it may he 
durable as an engine lathe or as perish- 
able as a live lobster. But whatever a 
company produces—canned orange juice 
or clothing, canned meat or motion pic- 
tures, petroleum products or popcorn— 
our modern distribution system brings it 
to us when we need it and in good 
condition. 
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FORUM TOPIC OF_THE WEEK 


A pro and con discussion: 
Is minimum-price fixing in the public interest today? 


Is ‘‘Fair Trading’’ Fair? 


ABOUT THE QUESTION 

“Minimum-price fixing” is a term you may have seen in the 
news recently. You may also have seen it called “resale-price 
maintenance” or “fair trade.” It involves an agreement be- 
tween retailers of merchandise and the producer of a brand- 
name item. It means that the retailer agrees not to sell the 
brand-name item below a price set by the producer in that 
State. 

This may seem like a simple merchandising device. Yet it 
has brought about endless battles in business and the courts. 
It has resulted in a major U. $. Supreme Court decision and 
three bills in Congress. 


How the Argument Started 


How did the argument start? 

Fair trade, as its supporters call it, began nearly 50 years 
ago. But it received a big push in the 1930s, during the 
depression. In order to attract customers, some big retailers 
cut their prices. This put many small retailers out of busi- 
ness. In an attempt to stop severe price-cutting, some states 
passed fair trade laws. 

In 1937, Congress passed the Miller-Tydings amendment 


anything 


they sell. Brand-name 


to the Sherman Anti-Trust Act. This law exempted fair- 
trade agreements from prosecution under Anti-Trust laws. 
In a few years 45 states passed fair-trade laws. 

To make these fair-trade laws more effective, they all had 
what is known as a “non-signer clause.” This means that if 
one retailer in a state signs a fair-trade contract, all other 
retailers who sell the product must abide by the contract, 
whether they sign it or not. 


U. S. Supreme Court Decision 


Last spring, a New Orleans supermarket owner named 
Schwegmann, who had been cutting prices on price-fixed 
goods, got the U. §. Supreme Court to outlaw the non- 
signer clause in interstate commerce. 

Since most brand-name merchandise is sold interstate, 
that practically ended fair trade. 

Macy’s and other stores in New York City and elsewhere 
began cutting prices. 

Now fair-trade supporters are pressing Congress for a 
law making non-signer clauses legal. Opponents argue that 
fair trade was a depression measure and should be elimi- 
nated completely. Here are the arguments on the question: 
Is minimum-price fixing in the public interest today? 


that provides livelihoods for millions of 
people. 


- tor 
YES! products are only a small share of their 


1. Without fair-trade agreements, the 
investments and goodwill of the makers 
of brand-name products would be wiped 
out. 


Manufacturers invest millions of dol 
lars every year to promote and adver- 
tise the name and quality of their 
products. They must have some protec- 
tion against price-cutters. If there were 
no fair-trade laws, big stores would ad- 
vertise brand-name goods at very low 
prices to attract customers. This would 
degrade these products in the mind of 
the consumer. 

Producers of some goods like auto- 
mobiles and magazines have close con- 
trol over the selling methods of their 
distribution outlets. But manufacturers 
of goods that require many thousands 
of retail outlets can’t control retailers. 
They depend on fair-trade laws to 
maintain the goodwill of their brand 


names 


2. Ruinous price-cutting will destroy 
the backbone of American business— 
the small, independent retailer. 


Without fair trade, large operators 
are free to charge whatever they like 


total volume—around 5 per cent. Even 
if they sell brand-name products at 
prices that don’t bring them any profit, 
they are not hurt very much. 

But this practice would drive out of 
business the small druggists, and cigar, 
book, jewelry, sporting goods, and 
other stores that depend on brand 
names for most of their sales. The na- 
tion would lose a part of its economy 


GOSH, T ONLY MEANT 

BUY HE ADVERTISED 

CIAL. I HOPE THE OTHERS 
RE BARGAINS, TOO. 


3. “Loss-leadering” is a deception. 
Generally the « gets cheated in 
the long run. 

A loss-leader is a brand-name article 
that is advertised at a very low price— 
frequently below wholesale price—by a 
retailer. Once the consumer is lured 
into the store by the big saving on one 
or two items, he is likely to buy other 





TLL BET YOU MADE 


jusiness Weem 


B 
Fair trade propaganda in the cartoons casts price cutters In a sinister light. 
Pro side: Price-cutting ruins the small retailer, cheats consumer in long run. 
Con side: Price-fixing supports inefficient retailers at expense of the public. 





goods that aren't brand names at prices 
that represent no savings. Some retail- 
ers use the lure of famous products at 
cut prices to sell outdated junk at prices 
far higher than even a normal profit 
allows. 


4. Ruinous price-cutting leads to mo- 
nopoly. {tf stifles real competition. 


In the price war of last summer, 
Macy’s in. New York City sold a brand- 
name electric mixer at less than whole- 
sale price. As a result, the store actually 
monopolized 52.6 per cent of all the 
city’s sales of that product for a period 
of time. Almost no store that continued 
to price the mixers at a profitable level 
sold any during that time. 

Look at our history. The trusts of 50 
years ago—the old Standard Oil and 
American Tobacco combines that gave 
rise to our present anti-trust laws—all 
used this policy of cutthroat competi- 
tion. They forced their small competitors 
out of business. Once they destroyed 
them, they were free to charge what- 
ever they pleased. That’s not competi- 
tion. That’s piracy. If such a trend is 
permitted to go unchecked it will lead 
to conditions that would bankrupt our 
small business men right and left. 


5. Fair trade is not monopoly or coer- 
clon. tt isa pletely voluntary system. 
it aims to preserve healthy competition 


by setting rules of the game. 





No law requires a manufacturer to 
fair trade his product. If he does decide 
to use fair trade, no one tells him what 
price to set. Nor is any retailer com- 
pelled to fair trade, unless he signs a 
fair-trade agreement. Even under non- 
signer clauses, a retailer is free to dis- 
continue handling a line of products, if 
he doesn’t want to abide by the price 
schedule. 

Even if the retailer does decide to 
comply, he is still free to close out old 
models at less than the manufacturer’s 
fair-trade price. 

What’s more, no product may be fai: 
traded unless it is in competition with 
other goods in the same class or of the 
same model. Thus, you can’t fair trade 
staples like wheat and thus create a 
monopoly price 


6. Price-cutters can’t serve the cus- 
tomer as well as fair traders can. 


Unless a retailer makes a fair profit 
on his sales, he can’t afford to give his 
customers proper service on returned, 
damaged, or defective merchandise. He 
can’t have enough help to serve cus- 
tomers quickly and courteously. This is 
one of the age-old arguments in favor 
of the small retailer who fair trades his 
merchandise. Fair trade enables him to 
serve his customers honestly. 


1. Price-fixing is a contradiction of the 
American way. It tends to destroy com- 
petitive enterprise and raises the cost 
of goods to the consumer. 


The Federal Trade Commission made 
a price survey in 1945. If showed that 
prices generally were higher on drugs 
and cosmetics after “fair trade” was put 
into operation in chain, department, 
and some independent stores. Other 
surveys comparing prices in fair-trade 
areas with those in free-price localities 
(Texas, Vermont, Missouri, and Dis- 
trict of Columbia still don’t have fair 
trade) showed similar results. 

In Washington, D. C., 35 items cost 
one-third less than in nearby Maryland, 
38 articles cost one-fourth less, and 29 
cost one-seventh less. 

The St. Louis Star-Times checked 
some prices in its hometown, compared 
with those across the Mississippi in fair 
trade Illinois. It found that 54 articles 
cost 16.2 per cent less in free-price St. 
Louis. 

Anything that raises prices artificial- 
ly, above what they would be under 
free competition, is dangerous. As 
Henry Hazlitt, noted economist, put it, 
“Higher prices reduce consumption. 
Less ¢onsumption means less produc- 
tion, less employment, and lower living 
standards.” 


2. Price-fixing is a crutch sus,porting 
inefficient retailers at the expenie of the 
general public. 


In order for a fair-trade price to be 
effective, it must be high. Practically 
everybody who handles the product 
must make a fair profit. But there are 
some retailers who are so inefficient that 
they shouldn’t be in business, Under 
normal competition, they wouldn't be. 
With artificial supports such as fair 


Bishop in St. Louis Star-Times 


Here's Your Hat—What’s Your Hurry! 


Pro side: Price cutting stifles competition. 
Con side: Fair trade laws raise prices. 
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trade laws, they continue to operate. 
There is no economic justification for 
their existence as retailers. 


3. Fair trade is fighting progress. It is 
holding back the distribution trend to- 
ward the supermarket that is sweeping 
America. 


The supermarket is developing a 
new phenomenon in retailing. It offers 
lower prices by locating at a central 
point. This gives it a large volume. A 
large volume means it can buy for less 
because it is buying in larger quantities. 
It also cuts out many of the frills and 
services of the small retailer. You have 
to pick the items off the shelves your- 
self. But they cost less to buy because 
of that—unless they are fair traded. 

As a result of its economies, a super- 
market can operate at a gross profit 
margin of 17 to 20 per cent—compared 
with the 33 per cent or more of the 
small store. It is true that you get fewer 
frills in the.supermarket. But with fair 
trade, even the small retailer doesn’t 
have to offer much in the way of serv- 
ice, because you can’t buy brand names 
cheaper anywhere else anyway. 

The only justification for the higher 
prices of the small operator should be 
more service. People who want more 
service and can afford to buy it, will 
always be able to support some small, 
high-priced retailers. But price-fixing 
alone should never be the means of 
keeping them in business. 


4. Ending fair trade doesn't mean 
opening the door to “ruinous, cutthroat 
competition” and loss-leadering. 


Cutthroat competition and loss-lead- 
ering are unfair and deceptive practices. 
Opponents of price-fixing are against 
them. But the answer to the problem 
isn’t fair trade. Instead, Congress and 
the state legislatures should work out 
laws that prohibit selling brand-name 
goods at or below wholesale prices for 
the purpose of luring in customers. Re- 
tailers would then be free to compete on 
the basis of price savings and service. 
The customer would be free to choose 
how much of each he really wants. 


5. Fair trade is actually harmful to the 
brand-name manufacturer. 


Large retailers who can purchase 
larger quantities at lower prices aren't 
permitted to reduce their prices pro- 
portionally. Therefore, they reduce the 


size of their orders. Smaller orders 
mean higher production and shipping 
costs in most industries, so it works 
against the producer. 

What’s more, if a retailer isn’t al- 
lowed to cut prices in order to unload 
goods when business is bad, he may 
decide to drop the line altogether. 
This would hurt the manufacturer. 


RE RIE Le OO 





RESH strawberries from Louisiana, 

live lobsters from Maine, fresh orchids 
from Hawaii, blood plasma for Army 
hospitals in Korea, rare animals from 
the jungle to a U. S. zoo—these are just 
a few of the things that must be given 
special care and fast service when 
shipped from one place to another. 

U. S. railroads, trucklines, and air 
lines are geared for high-speed delivery 
of almost anything from one end of the 
nation to the other; and to and from 


other parts of the world. A shipment 
carrying the label Rush or Perishable is 
almost certain to reach its destination 
well ahead of the deadline for perish- 


ing. 


Speed Is Just One Factor 

the shipment of “perish- 
ables” usually depend on 
speed alone, or on special trips, or on 
favorable weather. Other factors are the 
refrigeration of cargoes (or heating, as 
the need may and the careful 
packing and handling of the cargo. Ba- 
nanas are perishable, but they don’t 
have to be flown to the United States 
from the banana plantations in Central 
America in order to be in good condi- 
tion when you buy them at the fruit 
store. They are shipped in specially con- 
structed “banana boats” in air condi 
so that the bananas do 


However 
does not 


be) 


tioned rooms 
not ripen before they get here. 

4 cargo of 25,000 
orange juice doesn't need to be flown 
trom California or Florida to your home 
town so that it will still be frozen when 
it arrives there. It is sent in refrigerator 
cars or trucks. 

An enterprising truck driver in Cali- 
fornia earned $1,200 by loading his 
truck with watermelons and driving up 
to Anchorage, Alaska. Watermelons 
were such a rare treat there that he 
sold them for five dollars apiece. His 
truck had moved fast enough, and the 


cans of trozen 


<—FISH EGGS TAKE A FLIGHT 

Fifty thousand trout eggs from Port Arthur, Ontario, change 
planes at Miami, Florida, en route to Colombia, South 
America, where they will be used to restock trout streams. 


Pan American Work! Airways 


Canadian and Alaskan atmosphere was 
cool enough, so that the melons arrived 
in fine condition without refrigeration. 

Most farm products are “perishables” 
and must move as “fast freight.” “Fast 
freight” means trucks as well as rail- 
roads and planes. In fact, 89 per cent 
of all agricultural products shipped in 
the U. S. are sent from farm to the 
initial market by truck; 97 per cent of 
the milk goes by truck; 96 per cent of 
the poultry and eggs; 99 per cent of the 
tobacco. 

When you want something special in 
a hurry, and it’s hundreds or thousands 
of miles away, air express is the fastest 
way to get it. If your rich Uncle Ned 
in Australia has promised you a baby 
kangaroo for a pet, he probably will 
send it by plane. That super-express 
service was probably not even a dream 
in the mind of William Harnden, who— 
113 years ago—got the idea of starting a 
‘rush-express” system in the U. S. 


One-Man Express 


Until Harnden came along, there was 
no way for a businessman to send a 
special hurry-up package from one city 
to another, except by catch-as-catch- 
can methods. He had to entrust the 
package tc a stage-coach driver, or to 
any other traveler who happened to be 
going in the right direction. Or else he 
had to send one of his own employees. 

Harnden decided to become a full- 
time public business messenger between 
New York and Boston. He began his 
trips on March 4, 1839. He traveled 
from Boston, Mass., to Providence, R. L., 
on one of the first railroads, and from 
Providence to New York City by Long 


Island Sound steamer packet. (At the 
time, the railroad had not been com- 
pleted from Boston to New York City.) 

Harnden named his service “express” 
because that sounded faster than “mes- 
senger,” “freight” or “mail.” What he 
called his first “express car” was actu- 
ally a carpetbag, crammed with pack 
ages and messages. He carried it by 
hand like a suitcase. Within a few years, 
his business grew to the point where 
the railroad decided to build an express 
car for him. This car was coupled di- 
rectly behind the locomotive and coal 
car, and it has kept this “head end” 
position ‘ever since. 

Harnden hit upon such a lucrative 
idea that over 20 big express compa- 
nies besides his own soon sprang up in 
the United States. The many separate 
express companies existed until the first 
world war, when the Government took 
them over temporarily and ran them as 
a single system. It was shown that one 
national express system worked more 
smoothly than many interlocking sys- 
tems, so the merger became permanent 
In 1929 the railroads bought up the 
major express agencies and rolled them 
into the present Railway Express 
Agency. 

The terms express and freight do not 
usually mean the same thing. Freight 
refers to bulky goods or goods in large 
quantities. The average express ship- 
ment is smaller and lighter in weight. 
Express has priority over freight. If you 
ship a stove by railroad freight it will 
go in a box car coupled to a freight 
train. If you ship something by Railway 
Express it will go in a Railway Express 
car coupled to a passenger train. 





It costs more per pound to ship by 
express than by freight. And it costs 
much more to ship by air than by train 
or truck. 

Whether you use plane or train to 
ship by express, trucks are in of it 
at both ends. It’s a truck, owned by 
Railway Express, that takes your pack- 
age to the Express office. And a truck 
does a similar job at the other end, 
since neither the train nor the plane 
can come up to your front door with a 
package. However, many freight ship- 
ments by rail roll right up to factories 
and warehouses on railroad sidings. 

The railroads themselves, to speed up 
freight delivery, have fleets of trucks 
for “door to door delivery” in big cities. 

The railroads had the transportation 
of “perishables” pretty much to them- 
selves prior to 1925. The first railroad 
refrigerator cars were set rolling in the 
1870's. They were veritable “ice-houses 
on wheels”—box cars banked inside with 
cakes of ice thickly covered with saw- 
dust, which kept the ice from melting 
too fast. 

The next improvement in the refrig- 
erator car was to build it on the prin- 
ciple of the old family ice box, with a 
separate, metal-lined receptacle for 
holding the ice. The car was well insu- 
lated to hold in the cold air. 


The Rex Reefer 


One of the latest models of refrigera- 
tor cars is the Rex Reefer, 500 of which 
were ordered by Railway Express in 
1948. They are equipped with passen- 
ger-car, roller-bearing trucks and 
brakes, and are coupled to the fastest 
passenger trains. The inside of the Rex 


Railway Express Agency 
PRECIOUS CARGO: Human blood plasma 
being rolled into Railway Express car. 
Cart is a Church Container (see text). 


Refrigerator truck-trailer, made of 
shortage of freight vehicles. It is 


Reefer is cooled by a system of axle- 
driven fans which force fresh air up 
through the ice boxes. The chilled air 
enters the cargo space near the ceiling 
of the car and falls evenly through the 
perishable goods. “Reefer” is the rail- 
roader’s short-version of “refrigerator.” 


The Church Container 


A retired army major, Elihu Church, 
invented a rolling refrigerator, called 
the Church Container, which has been 
taken over by Railway Express to keep 
perishables in good condition while in 
transit. Major Church’s device is a 
metal, insulated truck that holds 12 
cubic feet of contents. One of three 
inner compartments can be filled with 
ice. “Dry” ice will keep the temperature 
inside the container near zero for about 
five days. Ordinary “water” ice is used 
when a temperature of 33 to 45 degrees 
is desired. The Church Container has 
wheels, so it is easily moved. Thousands 
of Church Containers are in circulation 
every day in the shipment of quick- 
frozen or refrigerated foods, flowers, 
medicines, blood plasma, and other 
perishables. 

There are more and more non-perish- 
able goods being sent air express. When 
a reporter recently asked an airline rep- 
resentative to name the principal item 
now air-shipped from New York, the 
answer was “clothes.” Stores all over 
the country have begun to rely on air 
planes to keep them supplied with 
goods that are in the height of fashion 
and demand. The stores don’t have to 
order so‘ far ahead, take chances on 
stocking up with things the public won't 
like, or spend so much money on ware- 
house storage of goods bought ahead 
of season. 

There was also the recent case of the 
“perishable” steamship propeller. An 
American freighter was stalled in Eng- 
land with a broken propeller shaft. The 
ship’s idleness was costing its owner 


‘ar Company 


plywood to conserve steel, will ease 
light, strong, and a good insulator. 


$2,500 a day in lost business and main- 
tenance of the crew. Rather than wait 
more than a week for a new propeller 
shaft to be sent across the Atlantic by 
ship, the shipline had one air-expressed 
—over regular domestic and trans-At- 
lantic airlines—from a plant near Pitts- 
burgh, Pa., to the English seaport. 
The huge, solid steel object qualified 
easily as “Perishable—Rush.” More and 
more of the shipline’s money would 
have perished every day it was delayed. 


Parcel Post 


The U. S. Government is in the de- 
livery business in a way most familiar 
to you, namely parcel post. When you 
have occasion to send a package to 
your cousin in Tuscaloosa, you probably 
take it to your local post office and send 
it parcel post. You couldn't send a lawn 
mower that way (it would weigh too 
much) or a mattress (it would be too 
big). There are certain weight and di- 
mension restrictions on parcel post. 

If what you wish to send is fragile or 
perishable, think twice before sending 
it parcel post. Packages sent by mail get 
more frequent, and sometimes rougher, 
handling than packages sent by ex- 
press. However, parcel post will accept 
your fragile or perishable goods if it is 
packaged properly. 

Ordinary parcel post is the cheapest, 
and the slowest, way of shipping. Air 
parcel post is faster, but not as fast as 
air express. (It’s not that the airplane 
carrying parcel post is slower than the 
airplane carrying express, but the parcel 
post package is subject to delays in han- 
dling and movement on the ground.) 

News is perishable. For this reason, 
the U. S. Post Office gives news maga- 
zines and newspapers special fast han- 
dling. Ordinary parce] post may be de- 
layed in one or more post offices en route 
to its destination, but news magazines 
and newspapers move in and out of post 
offices, trains, and trucks without delay. 
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Telling the World 


The place of advertising in our economy 


ILLIAM Wrigley, the chewing gum 

king, was once riding on an express 
train between New York and Chicago. 
His companion was curious to know 
why Wrigley continued to spend so 
much money on advertising. “Your gum 
is known all over the world,” he said. 
“Why don’t you save the millions you 
are spending on advertising?” Wrigley 
pondered a second and then asked, 
“How fast is this train going?” “About 
60 miles per hour,” replied the other. 
‘Then,” asked Wrigley, “why doesn’t 
the railroad company remove the en- 
gine and let the train travel on its own 
momentum?” 

Businessmen discovered long ago that 
‘it pays to advertise.” Five thousand 
years ago Egyptian merchants hired 
criers to go about shouting that the 
ships had arrived laden with ‘spices, 
cloth, and metal. 

Today’s merchants make their voices 
go further, and reach more people, by 
radio and television. High-speed print- 
ing presses make it possible to adver- 
tise to the entire nation in newspapers 
and magazines carried swiftly to sub- 
scribers by train and plane. This maga- 
zine, with its especially prepared, edu- 
cationally-pointed advertising, was put 
on board a U. S. mail car a half hour 
after the magazine came off the press, 

The car was on a railroad siding at 
the printing plant.) 


Advertising Ideas 


Advertising is not confined to selling 
products. Churches advertise the hours 
of their services, some doing so simply 
by means of a bulletin board. Others 
also advertise in local newspapers. 

A candidate for political office adver- 
tises his ideas. He (or his party) does 
this by newspaper, magazine, radio, 
billboard, bus- and car-card advertising, 
pamphlets and even by sky-writing! 

Political candidates aren’t the only 
ones who advertise ideas. Labor unions, 
associations of businessmen and _busi- 
ness companies, organizations like the 
United Nations, the individual govern- 
ments of countries—all use the printed 
and spoken word to put across what 
they believe in and promote. 

The U. S. Government advertises to 
persuade you to buy Savings Bonds. 
Banks advertise not only to get you to 
put your money into a savings account 
but to lend you money if you don’t 
have a savings account and need money 
for some useful purpose. 


Product Advertising 


The advertising which is most fa- 
miliar to you, and which has the great- 
est and most frequent impact on you, is 
product advertising. The main purpose 
of most product advertising is to per- 
suade you to buy a certain brand of 
corn flakes, or fountain pen, or refrigera- 
tor, etc. 


Institutional Advertising 


Many companies, in addition to their 
product advertising, publish advertise- 
ments that are not aimed at the im- 
mediate sales of their products. This is 
called institutional advertising. This 
type of advertising may tell the history 
of the company, or the story of how 
the company carries on its research, or 
promotes good relations between its em- 
ployees and company “top manage- 
ment.” An institutional ad may contain 
enough information to be used as a les- 
son in geography or in transportation 
or some other phase of distribution. 
(Such ads appear in this issue.) 

Some people have the mistaken no- 
tion that advertising makes things cost 
more. On the contrary, most products 
cost less because they are widely ad- 
vertised. Here’s how that works: Ad- 
vertising causes a big demand for a 
product. Big demand means that the 


These symbols are the key to 


product can be mass-produced, with 
use of the latest machinery and other 
mass-production, labor-saving devices. 
The effect of mass-production is lower 
cost per unit. For example, a television 
set priced today at $200 would cost 
double or triple that amount if the com- 
pany were making only 25,000 sets a 
year instead of 125,000 

Advertising also reduces the price 
you pay for magazines and newspapers. 
This magazine cost you (if you bought 
it on a subscription through your teach- 
er) four and one-third cents. (The sub- 
scription price is 65 cents for a term’s 
subscription of 15 weekly issues.) The 
subscription would cost you between 
90 and 95 cents if all the advertising 
were removed. Even at that price you 
would get fewer pages in each week’s 
issue. 

Advertising serves this magazine and 
keeps down the subscription price in 
still another way. It is important for 
any publisher to let the people know 
that he has a magazine to sell and give 
them information about the contents of 
the magazine. The magazine publisher 
uses “direct mail” to reach thousands 
of teachers who are not subscribing to 
the magazine. “Direct mail” refers to 
the mass distribution of letters, folders, 
order cards, etc., sent through the mail. 
It is our principal method of communi- 
cating with great numbers of teachers 
to tell them about “our product,” which 
is this magazine. 

Thus, we use direct-mail advertising 
to sell enough copies of our magazine 
to mass-produce it at a low per-unit 
cost. And we sell advertising space in 
our magazine to reduce still further the 
subscription price you pay. 


The Story of a Magazine Advertisement 
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Advertising Manager 
Executives 
Manufacturing 


Laboratory Research 


Sales 
Distribution 
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the story of a MAGAZINE ADVERTISEMENT ” 


A company decides to enter a new product in a highly competitive field. Under our free ecomomy, 
tt news that 8 con snsmsed enly & the now geedust eflam Sapastant beasts to the consumes, Gseiens 
much laboratory research and field testing is done to make the new product better than any other on the 
market. At last it is ready. It has real advantages to offer. But how can people everywhere be told about 
these values, quickly? By advertising! The company’s Advertising Manager.calls in the Account Execu- 








tive of the firm’s advertising agency 
and they agree to collect all the avail- 
able facts. The Advertising Manager 
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The Account Executive calls on the 
agency experts ir: research, marketing 
and media for whatever data is avail- 





gathers the results of the initial re- 
search and the consumer tests; all the 





data on manufacturing which might 
reveal advertising themes; and 7: 
views of several of his associates. 


Out of this first discussion comes agreement on over-all 
objectives and on ways to find out: WHO are the potential 
buyers of the product; WHERE are they located; WHAT are 
their preferences and buying habits; WHEN should they be 
reached; WHAT is the best way to reach them; and, WHY 
should they buy the new product? Discussion of these questions 


fey 


Video 


point on. (In this case it was decided that magazines would 
be used.) Then the whole agency team swings into action . . . 
more research and marketing studies are started; media experts 
begin the appraisal of specific magazines and the preparation of 


tentative lists and schedules; copy writers begin developing ideas and writing text and head- 





lines; artists start on preliminary sketches to visualize copy ideas; and publicity 

men explore possibilities for supplemental efforts; production experts are 

coming need for typography, pate, etc.; and, the Traffic Department 

timetable to coordinate pp Bm of the operation. All of this work comes into sharp focus 
a. caegae ad decdias ty die aussie Gand 
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<e when it is put together for 
@ is composed of its principal officers and major department heads. Out of this group comes the 


agency's recommendations to the eo in light of the agreements 
i sal reached at this conference, thée~ 


client . . . on les strategy, copy 
themes, media, schedules, promotion, 
budget, etc. This calls for another 
agency-client conference which is 
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agency team swings into action 
on the first ad for the new product 
copy writers go to work on a 





attended by all those whose symbols 


isha tae art directors ar- 





are shown here, the object being to 
reach full agreement on the basics 
of the entire campaign. Operating 


Y 
Oe: 


is finalizes a list of 


at which must come 


okeED 


wate wae ee eee a ee using a typical cross-section of possible consumers; 
and sched 


blicity plans are drawn up; the production, accounting, checking 

ted gel rlane ar and, Traffic follows every step to see that all are coordinated— 
call doth on toe; Once more, all of this work is focused 
for the resulting first ad, 
other details of the campaign. This meeting is attended 
the creation of the ad or for its approval. Again, the agency 


range for a layout; research and 
marketing experts check on the use 
made of their findings; Copy Re- 





ule and estimate of cost; promotion 
and billing staffs 


the next meeting with the client, 
as agreement on all of the 
share responsibility for 

team swings into action. Copy 
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research is completed; copy — So ee ms are moved into action; and, 


give a final polish to their copy; 


directors get final layouts and fies: 
trations; Media orders a full page in Fee es 
the magazine; Production . orders 


type set, plates, etc; promotion 


taffic follows every step to see that 
each is taken in proper sequence and 
in accord with its timetable 
as now based on the closing da 
magazine to be used. T: 
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also arranges for delivery of the ad (in —_ form) to the 
magazine, together with insertion order and ‘full instructions. 

Sometimes (but not always ) the Account Executive checks 
again with the company’s Advertising Manager when the ad is 
in its final form and before plates are made. 

Even before it appears, the ad is publicized to the client’s sales 
force; reprints and blowups are made for salesmen and retail 
outlets; promotion and publicity stunts get under way; and, 
whenever possible, store displays and point-of-purchase reminders 
ure devised to help launch the new product. 


Finally the advertisement appears in a magazine . . . and once 
more the American system of competitive enterprise demonstrates 
its advantages by bringing another good product to people every- 
where. Later ads in the 
have been traveling along 
rugged road described here, and the 
cycle is completed when the maga- 

—pthnsery dard y a & a 
15 per cent for the 
done) and the client is + ga 


“The Story of a Magazine Advertisement” prepored for Scholostic Mogazines by Benton & Bowles, Inc. 





CHOCOLATE JOURNEY- 


4 Chocolate and cocoa are made from the 
cacao bean which grows in pods on trees in 
equatorial regions. Bahia is principal ship- 
ping port in Brazil. 





S. After 12 days headed due north, ship reaches 
Boston, Mass. Bags are unloaded on, to trucks. 


fei ‘ 
* Hot liquid chocolate is poured into moulds. 


When cool, bars are removed, wrapped by 
machine and boxed. 


2. Cacao beans grow inside pods on trees 12 ft. tall. Workman uses long 
pole with sharp blade to cut pods off branches. 








©. Trucks arrive at receiving station of chocolate factory, where bags are 
opened and beans drawn by suction into silo-shaped storage bins. 
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0. By train and truck, cartons of chocolate bars leave factory for Distribu- 
tion Center. Here they are held with other food products—sugar, break- 
fast foods, canned goods, etc.—for mixed shipments to wholesale grocers. 





F Another workman opens pods, exposing 
ter of beans to sun. Region is hot and 
Beans ferment for 3 days, improving 
are then pulled apart and spread out to 


7. Endless conveyor belts carry beans to clean- 
ing room; then they are roasted in ovens. 


M: Yeock carrying mixed cargo of chocolate bars 
and groceries arrives at wholesaler. From 
here, other trucks deliver to retail grocery 
stores, candy stores, drug stores, efe. 
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; sugar and vanilla flavoring are : 
. (Cocoa and cooking chocolate ; 





12. 1 housewite buys 


chocolate bar in self-service market, chocolate bar gets 
two more rides: one in the self-service carriage, the other in car to home. 


The editors of Scholastic Magazines acknowledge with thanks the ossistance of the Walter Seker, 
Chocolate and Cocoa Division of General Foods Corporation in providing the research for this feature, 
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Main Street, Clyde, Ohio: some have been at the same stand more than 100 years. 


SMALL TOWN 


lt is more important than ever as a shopping center 


for farmers and workers in nearby industries 


: HREE railroads run through Clyde, 
» § Ohio (pop. 4,200) but if you want 
to go there you cannot do it directly by 
train. That's trains 
haven't stopped at Clyde since 1939. 
There used to be 14 passenger trains 
stopping at Clyde daily 
This doesn’t mean that Clyde is slip- 
Pping. Quite the contrary. Clyde is mov- 
ing ahead, and has been doing it—like 
on rubber 


because passenger 


so many other small towns 
tires. Improved highways and the in- 
creased use of trucks to carry a lot of 
the freight that trains formerly carried, 
keeps Clyde throbbing on all business 


4 ylinders 


Freedom to Expand 


Clyde is one of thousands of U. S. 
towns and cities that owe their place on 
the map to railroads. Shortly after the 
Civil War, grain elevators and produce 
companies established themselves along 
the railroad tracks. A hotel was built on 
Railroad Street, across from the depot 
In 1890 the Clyde Kraut Company 
started making Silver Fleece Sauer 
kraut. Next came the Clyde Cutlery 
Company. An organ and piano factory 
put up buildings occupied today by 
Clyde Porcelain Steel Corporation. 

Clyde is a good example of how 
motor cars, trucks, and highways give 
a town freedom to expand. New homes 


and new businesses are being built 


away from the center of town. With 
nearly every family owning a car, it is 
no problem to get from home to factory 
or store wherever they are located in 
the Clyde area or in neighboring towns 
and cities. Of the more than 1,000 em- 
ployees at the Bendix factory (auto- 
matic home laundry equipment), more 
than half live outside Clyde—in Fremont 
(8 miles), Sandusky (17 miles), Belle- 
vue (5 miles), Tiffin (17 miles), To- 
ledo (40 miles). 

After World War II, a young Clyde 
G. I. named Gordon Tarris decided to 
go into business. With the backing of 
local businessmen, Gordon built a plant 
just outside the village on U. S. High- 
way No. 20. The business is Penguin 
Frozen Food Lockers, Inc. Each of its 
600 lockers can hold 240 pounds of 
meat, fruits, vegetables. A locker rents 
for from $12 to $14 a year. 

Many farmers and villagers use the 
lockers to store fresh meat-—-beef, pork, 
lamb, and veal. The animal is slaugh- 
tered on the farm, trucked to Penguin, 
and removed from the truck by an elec- 
tric hoist. The skin is stripped from the 
animal and sold to a tallow company. 
After the animal is weighed and in- 
spected, it is put in the cooler to remove 
body heat. Next it goes to the aging 
room for 10 days to two weeks. Then it 
goes to the cutting room where a 
butcher cuts the meat according to the 


U.S.A. 


orders of its owner. Liver, ribs, ete., are 
wrapped separately in small packages 
and stamped to designate the type and 
cut of meat and the locker number of 
the owner. The packages are put in the 
quick-freeze room (24 degrees below 
zero) for four to six hours. The pack- 
ages of meat are then put in the lockers 
which are kept at zero temperature. 
The owners of the meat pay for the 
services of Penguin in cutting and 
curing their meat. Penguin sugar-cures 
ham and bacon and renders lard. 

Penguin is expanding by stocking 
more and more groceries. This is a great 
convenience to locker holders who can 
make grocery purchases at the same 
time they stop to get something from 
their lockers. 

[Eprror’s Note: See “Deep Freeze 
Revolution” on page 33.] 


Main Street 


For many years Clyde’s civic-minded 
citizens have urged residents to spend 
their dollars in Clyde—and not in sur- 
rounding towns. Up until a few years 
ago, the stores of Clyde didn’t have 
everything the shoppers wanted. But 
today you can get anything you need in 
Clyde, from avocados to zithers, includ- 
ing the top quality and latest fashions 
in wearing apparel. 

Some of Clyde's retail businesses are 
more than 100 years old. Hurd’s Gro- 
ceries is operated by the genial grand 
son of the founder who started the store 
in 1828. Some businesses have located 
in Clyde in the last 20 or 15 years—the 
A & P supermarket, Western Auto Sup- 





The hotel is dead. Long live the motel. This is Clyde’s newest. 


Clyde Porcelain Steel factory: the means 
of transportation is obvious. 


ply store, Isaly’s (ice cream and dairy 
products) to name a few 

Farmers in the surrounding area do 
all or part of their shopping and banking 
in Clyde. Saturday night is typically the 


big night on Main Street when farmers 
and village people do their shopping, 
movie-going, and street-corner chatting. 

Staver’s, a variety store, is one of the 
bigger stores on Main Street. Twice a 
year Mr. Staver goes to the Merchan- 
dise Fair in Chicago where he meets 
jobbers, wholesalers, and manufacturers 
and places orders for the goods he needs, 
He also orders from traveling salesmen, 
from wholesale houses in Toledo, and 
from factory mail-order catalogues. 

Though Clyde no longer has pas- Chest dopet, Cyde, Gila. We Sone 

, ; . ing remains, but villagers go by bus. 
senger-train service, it can get all the . 
railroad freight and express service it 
needs. About 50 per cent of freight in 
and out of Clyde moves by rail, com- 
pared to 80 per cent just 10 years ayo. 
Most of the grain stored in Clyde’s 
grain elevators is shipped by railroad 
freight in cars holding between 1,800 
and 2,000 bushels each. Farmers who 
are members of the Sandusky Country 
Farm Bureau Cooperative store grain in 
their own elevator in Clyde. Others pay 
one-half cent per month per bushel to 
store in the I. J. Fangboner Company 
elevator. Some farmers sell their grain 
as soon as they harvest it; others store 
it, hoping prices will rise. 

Not all the grain in the Fangboner 
and Co-op elevators is shipped directly 
to millers. Much of it is moved to be 
stored again in larger elevators in To- 
ledo, Columbus, and other cities. 


Photo. by Harkness B. Davenport 
New homes like this surround Clyde. A cocker spaniel guards the garage. 
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SERVE YOURSELF 


Super-markets developing into “general stores” 


Y FAR the liveliest event of 1859 
B on Vesey Street in New York was 
the opening of George Hartford's store. 
In contrast with the drabness of other 

fronts nearby, Hartford’s was 
painted fiery red. It bore the name 
‘The Great American Tea Company,” 
and sold other groceries besides tea. 
By 1900, Hartford had 200 stores in 
eastern states. He had, in 1869, changed 
the name to “The Great Atlantic and 
Pacific Tea Company.” You knew it as 
The A & P.” By 1917, when Hertford 
lied, there were 3,700 A & Ps through- 
out the U.S. By 1930 the A & P chain 
reached its peak of 15,000 stores. 

George Hartford's A & Ps 
nothing like the super-markets 
see today. Hartford allowed his cus- 
tomers to have charge accounts and 
pay once a mouth, he delivered to their 
homes, and—what’s more—he rolled a 
grocery store right up to their homes! 
His horse-drawn A & P wagons, painted 
the same lively colors as his store 
fronts, were grocery stores on wheels 
4 wagon would pull up in front of a 
house, the housewife would come out, 
make her selection from the well- 
stacked shelves in the wagon, the 
driver-clerk would put it all in her 
basket and carry it to the door! 

The year before George Hartford 
died he gave his son, John, permission 


store 


were 
you 


to experiment with a strictly “cash 
and carry” store. No charge accounts, 
no delivery. With these expenses elim- 
inated, the A & P was able to sel] for 
less. 

Meanwhile other chains of grocery 
stores sprouted and prospered. In 1916, 
a man named Clarence Saunders 
started the system with which you are 
familiar—self-service. You just help 
yourself and pay as you leave. Saunders’ 
stores go by the name Piggly Wiggly. 

During your lifetime, the self-service 
super-market has blossomed into a 
veritable “general store.” In your grand- 
father’s time “gentral store” meant a 
store that sold everything from evapo- 
rated milk to harness for your grand- 
father’s horse. Today’s super-markets 
are veering that way, except they are 
selling automobile parts instead of har- 
ness. Super-markets are becoming more 
“super” every time you turn around. 
Cosmetics, drugs, books, magazines, 
hardware, housewares, wearing apparel, 
auto supplies, toys, and school supplies 
are among the non-edible things now 
being sold in super-markets 

That’s not all some of the super- 
markets will provide for you under one 
roof. They will do your laundry, re- 
pair your watch or fountain pen, cash 
your pay check, do up your hair in a 
permanent, watch your baby while you 


Sezio for Pennsylvania Railroad 


Px 
The Pennsylvania Railroad is experimenting with food and drink machines 
in some of its coaches. Food includes sandwiches, ice cream, pie, cake. 


shop, manicure your finger-nails, mail 
your letter, lend you (as well as sell 
you) books. 

Some have television lounges where 
you can relax in a big, leather chair 
and rest your weary feet. While there 
you can put a nickel in the slot and 
push a button for your choice of a soft 
drink, hot or cold coffee, cocoa, or 
plain milk. 

Since World War II there has been 
a big shift of U.S. urban populations 
to the suburbs, and a corresponding 
boom in super-markets. There are now 
about 15,000 super-markets in Amer- 
ica. In 1950, the super-markets sold 
$11 billion of the $31 billion worth of 
food retailed annually in the U.S. 

The trend is toward fewer but bigger 
markets. The A & P, a 15,000-store 
chain in 1930, has cut back to about 
4,500 stores. Nearly half are super- 
markets. A & P sales surpass $3 billion 
a year. Next biggest national food 
chains are Safeway, Kroger, American, 
First National, National Tea, Food Fair, 
Jewel Tea, Colonial and Grand Union. 

Many lines of business have taken 
up self-service because the public likes 
it. There are 800 self-service gas-and- 
oil stations in the U.S., :.0stly in the 
west, where motorists fill their own 
gasoline tanks and pay girl collectors 
who scoot around on roller skates. 


“Silent Salesman” 


Indications are that if anyone ever 
goes the designers of super-markets 
one better, it will be the makers of 
vending machines. These “silent sales- 
men” were once occupied wholly with 
dispensing peanuts and chewing gum 
in one-penny slot machines. But this 
year, an estimated $1% billion worth 
of edibles, smokables and other goods 
will be bought from more than 3,000,- 
000 machines stationed in nooks and 
corners all over the United States. 

The number of vending machines in 
use has more than doubled since 1946. 
They now dispense hot and cold drinks, 
sandwiches, pastry, candy, shoe shines, 
ice cream, handkerchiefs, hosiery, in- 
surance policies, railroad tickets, per- 
fume, drugs, newspapers, books, and 
magazines. Many will return your 
change if you have to insert a bigger 
coin than the purchase calls for. 

Vending-machine makers promise to 
come out soon with a creation that 
will serve a complete hot meal. They 
are also about to introduce a super 
machine that dispenses 25 different 
items, ranging in size from a candy 
bar to a large box of breakfast food. 
It will undoubtedly show up soon. 
That will be the day when a shopper 
starts for the super-market and never 
gets there—because he will have bought 
everything he needs from vending ma- 
chines along the way. 





LIFE OF A 
SALESMAN 


Success in selling depends on knowing the 


product and giving maximum 


service to your customers 


F THE 62,500,000 persons gainfully 

employed in the United States, ap- 
proximately 3,700,000 are classified by 
the U. S. Bureau of Census as “sales 
workers,” otherwise known as salesmen. 
About 2,300,000 are men, and about 
1,400,000 are women. For the purpose 
of this article, we'll call them all sales- 
men. 

They range in ability and income all 
the way from the sales clerk earning 
$30 a week in the five and dime store 
to the sales manager or sales engineer 
of the company that owns a nation- 
wide string of dime stores and earns as 
much in one hour as the clerk does in 
one week. 

High on the ladder of sales ability 
you find the salesman who knows “what's 
behind” the product he is selling as well 
as “what's in front” of it. In other words, 
he knows every detail in the manufac- 
ture of the product plus the proper way 
to use it. This is particularly true of 
salesmen who work directly for the 
manufacturer and call on wholesalers 
and department store buyers. Such 
salesmen go through a training course 
in the factory, actually working on the 
product, so that they know it inside and 
out and can answer every possible ques- 
tion a prospective customer might ask. 

Let’s examine this salesman a little 
further. His success, as it is with all 
salesmen, is measured by his sales 
volume. He reaches and maintains high 
volume not only because he knows his 
product, and how to use it, is a good 
talker, and a sociable fellow. There is 
more to it than that. He succeeds be- 
cause of his genuine and continuing 
interest in and service to his customer. 
He makes sure that the customer got 
what he ordered when he expected it 
and that it arrived in good condition. 
If there was an error or delay in ship- 
ping, the salesman will explain the sit- 
uation to the customer and make doubly 


Vhote by William Atteridge 


When Natalie (right) applied for a job at Gimbels, she — 
received application form from receptionist Florence Fagan. 


sure that it doesn’t happen on the next 
order. His customers feel that they can 
call on him for special service in emer- 
gencies, such as if they need sonféthing 
immediately and cannot wait for regular 
delivery. He will deliver the goods him- 
self, in his own car, if that is prac- 
ticable. If not, he will do everything in 
his power to see that the customer gets 
the service he requires. 

The customer doesn’t forget these 
special attentions. Just as he will always 
return to the doctor he trusts, he will 
continue to give his business to the 
salesman he trusts. 

Selling in a Department Store 

Many young people start careers in 
selling by getting a sales job in a de- 
partment store. Natalie Stip (photo 
above) is one of them. She sells linens 
in Gimbels New York store. She is an 
ex-dime store clerk who, for a girl of 
18, has had a lot of exeprience in retail 
store work 

Gimbels hired Natalie at $33 a week 
last November and assigned her to the 
toy department. After Christmas, Natalie 
was moved to the linen department at 
$36 a week, plus commissions. 

Natalie works a 40-hour week with 
Wednesdays off. After she has been at 
Gimbels a year, she will receive an 
annual two-week vacation with pay. 


Selling Yourself 


What kind of a person does Gimbels 
—and other stores—look for when they 
are hiring young people? What are 
some tips to help you find a part-time 
or full-time job in salesmanship? Here 
are some from John Dom, Gimbels em- 
ployment manager: 

Know what you want to do. Think 
about the type of work you want before 


applying for a job. Do you want to be | 
a salesman? An office worker? A clerk 
in the shipping department? Make up 
your mind because # big department 
store has dozens of different kinds of 
jobs. The store wants to place you 
where you will be happy and get ahead 
most rapidly. 

Dress carefully for your interview. 
Look neat and businesslike. Avoid 
heavy make-up and a lot of costume 
jewelry. If you're looking for a sales 
job, dress as if you were ready to go to 
work, ‘ 

Have a good attitude. Are you eager 
to work? Show it, without being boast 
ful or too talkative. 

Get along well with people. You have 
to be especially even-tempered and 
pleasant to succeed in sales work. If you 
rattle easily, avoid department store 
sales work. You must be the calm one 
when «a dozen or more customers are 
clamoring for your attention. 

Develop good speech. This means two 
things: (1) The use of good English 
free of slang expressions; (2) A pleas- 
ant voice, not too loud and not too soft; 
not too slow and not too fast—so that 
the customer can follow every word you 
say. Avoid waving your hands and arms 
while speaking. 

Finish high school. “We preter our 
beginners to be 18 years old and high 
school graduates,” Mr. Dom said, “No 
previous sales experience is necessary. 
If you are intelligent and interested, 
Gimbels can train you. Sales people 
may be promoted to assistant buyers, 
buyers, supervisors, floor managers, mer- 
chandise managers. Our assistant buyer 
in the cosmetics department came as a 
temporary sales girl for the Christmas 
rush just four years ago.” 





ONEY cannot be made in this 
Vi country without the help of for- 

eign countries. And we mean that 
literally 

Take out a dollar bill (if you have 
me!). Examine its pretty green color- 
ing. Well, sir, it may come as a surprise 
to you (it did to us) that the U. S. gov- 
ernment can’t turn out these bills with- 
out assistance from abroad. 

The startling fact is that the popular 
and famed “greenback” is printed with 
inks which contain a vast variety of im- 
ported ingredients! 

“Why,” it is frequently asked, “should 
WE be concerned with foreign trade? 
We are the richest nation on God's 
earth. We produce all the food, all the 
clothes, all the machines and gadgets 
that we need. Why should we bother 
with foreign trade?” 

The unblinking truth is that no 
country in the world—regardless of its 
natural wealth—is sufficient unto itself. 

Let’s take another example. At break 
fast this morning, Father had coffee, 
Mother had tea, Junior had cocoa. They 
all used sugar. Junior also ate a banana 
with his cereal. 

This “American” breakfast actually 
was an international meal. The coffee 
came from Brazil, the tea from India, 
the cocoa from Africa, the sugar from 
Cuba, the bananas from Central Amer- 
ica. And the tin for the coffee can came 
from Malaya. 


Moore- McCormack Lines 


Too big to go into the hold, this diesel loco unit will be lashed down on deck. 


A kind Providence has spread its 
bounties with complete disregard for 
man-made boundaries. For example, 
Cuba has the right soil and climate to 
grow sugar, but she does not grow 
wheat. Canada, on the other hand, can- 
not grow cane sugar but does grow 
wheat. 

Similarly, the Arab countries produce 
an abundance of oil but do not manu- 
facture machinery. Western Europe has 
almost no oil (and needs lots of it) but 
manufactures machines. 


Swapping Shares the Wealth 


Every nation has certain resources. 
These resources almost always make it 
possible for that nation to produce cer- 
tain goods in larger quantities than it 
needs. Every nation, too, lacks certain 
ther goods and materials. 

It is world trade (call it “swapping,” 
if you wish) that makes it possible for 
the various countries in the world to get 
a share of the good things of this rich 
planet of ours. 

World trade is just like doing business 
on Main Street. You buy your meat 
from Mike and your groceries from Joe. 
When Joe needs meat he buys it from 
Mike, and when Mike wants groceries 
he buys them from Joe. 

Multiply these transactions in volume 
and substitute Argentina for “Mike” 
and, say, Canada for “Joe”—and you 


America 


have the basic principle of world trade. 

Now let us take the United States. 
Admittedly, Mother Nature has most 
generously bestowed on us many of her 
gifts. Yet, are we self-sufficient? Well, 
let’s see... 

Perhaps the most typical American 
product is the automobile. It symbolizes 
our high standard of living—the highest 
in the world. However, in order to make 
an “American” automobile, we have to 
go outside the borders of our country 
and import some 300 different materials 
from 56 countries! 

The telephone, too, is an international 
product. No fewer than 18 of the 37 
most essential items used in making a 
telephone must be imported. 

There is no one country in all the 
world which can supply enough wool to 
satisfy the American carpet industry 
for one year. Each time you walk across 
a rug, you are literally making a world 
tour. Wool used in American-made car- 
pets is imported from 36 countries. 


A Two-way Street 


Before us is a document prepared by 
the U. S. Department of Commerce, 
dated March 26, 1951, entitled Import- 
ed Articles Essential to the United 
States. It is “a list of imported articles, 
necessities and semi-necessities, which 
are not produced in the United States 
or for which the United States is in con- 
siderable part dependent on foreign 
sources.” 

Contained in this list are no fewer 
than 114 items. That’s how many dif- 
ferent types of articles we must wholly 
or partly import. 

Some of the items (such as bauxite, 
chrome, manganese, rubber, uranium) 
are raw materials vitally important for 
our national defense. 

World trade is a two-way proposition. 
If we expect to sell abroad, we must 
also buy from abroad, so that other 
countries may have the money to pay 
for U. S. goods. It’s as simple (and as 
important) as that. 

If we don’t buy foreign products, 
other nations will have no dollars to buy 
our products, and everyone will have to 
cut down his production. To increase 
our exports, we must increase our im- 


ports. 





World trade makes it possible for all 
countries to share the riches of the earth 


Trades with 


The United States today is the world’s 
largest exporter and importer. We sell 
more and buy more abroad than any 
other nation. Our total foreign trade 
last year was the largest in our history. 

Here are the figures. U. S. sales 
abroad in 1951 amounted to $15,021,- 
500,000—a rise of nearly $5,000,000,000 
above 1950. (This is close to the all- 
time record of $15,300,000,000 set in 
1947.) 

United States purchases abroad set a 
record of $10,961,600,000 in 1951, an 
increase of $2,000,000,000 over the pre- 
vious high in 1950. 

The excess of exports over imports 
(known as the “favorable balance of 
trade”) amounted to more than $4,000,- 
000,000. 

What do we sell abroad? Our main 
exports are engines, machinery, iron 
and steel products, automobiles. Manu- 
factures amount to more than half the 
total. We also sell large quantities of 
grain and raw materials (cotton and 
coal). Last year, for example, we ex- 
ported more than 40,000,000 tons of, 
coal and some 470,000 cars and trucks. 

Most of our trading is done in our 
own “neighborhood”-in the Western 
Hemisphere. In 1950, Canada and the 
other American nations supplied half of 
our imports and bought nearly half of 
our exports. 

Our other large customers and sup- 
pliers are the free nations of Europe 
and Asia. There is very little trade to- 
day between us and the Communist 
countries. 

Linked closely to foreign trade is the 


the World 


merchant marine—the “ships that de- 
liver the goods.” Here again the United 
States is in a fortunate position. We 
have the world’s largest fleet of mer- 
chant ships — 26,000,000 gross tons. 
(Gross tonnage is the amount of space 
within a ship. A gross ton equals 100 
cubic feet.) Britain is second (19,000,- 
000 gross tons) and little Norway is 
third (5,000,000 gross tons). Russia is 
tenth on the list (1,500,000 gross tons). 

Foreign trade is a vital factor in cre- 
ating prosperity here at home, To keep 
the wheels of our industries turning, we 
need foreign customers for about ten 
per cent of our goods. Foreign sales 
provide profits for our businessmen and 
jobs for our workers. 


To Increase Foreign Trade 


What has been done in recent years 
to increase our foreign trade? An impor- 
tant step in this direction was taken in 
1934, when Congress passed the Re- 
ciprocal Trade Agreements Act. 

This Act gave the President power to 
reduce U. S. tariffs on goods imported 
from foreign countries, provided these 
foreign countries reduced their tariffs 
on American goods. (A “tariff” is a gov- 
ernment tax on imported goods.) 

Under this program, the United 
States has concluded tariff-cutting 
agreements with 53 nations, including 
most of the Latin American countries. 
We do more than 80 per cent of our 
total foreign trade with these 53 coun- 
tries. 

The Reciprocal Trade Agreements 





25 


Act was renewed for successive periods 
of two and three years up to June, 
1951. Last year it was extended again 
until June, 1953, although Congress 
modified it somewhat. 

Under the “peril points” provision 
(in the 1951 extension of the Act), the 
Tariff Commission must advise the 
President onthe limits beyond which 
tariff reductions could not be made 
without endangering U. S. industry 


United Nations Efforts 


Efforts have been made by the 
United Nations to set up a specialized 
agency—the International Trade Or- 
ganization—whose task it would be to 
promote the expansion of world trade. 
It would do this by reducing tariffs and 
eliminating other trade barriers. The 
charter for ITO was signed by 53 na- 
tions (including the U. S.) in Havana, 
Cuba, in 1948. 

The ITO will come into existence as 
soon as 20 countries ratify its charter. 
Few countries, however, have ratified 
the document thus far. The U. S. Con- 
gress, too, has still to act on it. Some 
businessmen oppose ITO. 

A sort of by-product of the non- 
existent ITO is GATT-—the General 
Agreement on Tariffs and Trade. It was 
signed by 23 nations in Geneva, Swit- 
zerland, on October 30, 1947. Thus 
GATT, in effect, does much that ITO 
plans to accomplish—break down walls 
that block freer international trade. 

This agreement provides for mutual 
reduction of tariffs among the signing 
powers. The 23 signatories, including 
the U. S., but not Russia, account for 
almost three-fourths of the world’s 
trade. Today, 37 countries participate 
in the GATT program. 

Supporters of the program maintain 
that it has helped increase American 
trade. Its opponents, however, charge 
that the tariff reductions have harmed 
U. S. business by letting in foreign- 
made goods which compete in price 
with American-made products. What do 
YOU think? 


Philadelphia Evening Bulletia 


STRANGE LOGIC: Opponents of tariff reduction argue it lets in cheap foreign goods which undersell U. S. goods. 
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Batista Rules Cuba 


The government of Cuba was 
overthrown on March 10 in an al- 
most bloodless revolution which 
lasted exactly 77 minutes. 

The revolt was ied by General Ful- 
gencio Batista, 51, a former president. 
Backed by the Army, he ‘seized control 
of the Presidential Palace and all the 
fortresses and police stations in Havana, 
the nation’s capital. 

President Carlos Prio Socarras and 
other officials fled to the Mexican Em- 
bassy 

The revolution was staged three 
nonths ahead of scheduled presidential 
elections. In this election General Ba- 
tista himself was running for president. 
The other presidential nominees were: 
former president Carlos Hevia, who was 
backed by the Prio government and was 
favored to win; and Roberto Agramonte, 
a university professor, who was the 
nominee of the People’s party 

After seizing power, Batista called 
off the election. 

In a broadcast after the revolt, Gen- 
eral Batista accused President Prio So- 
carras of planning to suspend the presi 
dential elections and to establish a 
dictatorship on April 15. The Prio re 
gime, Batista said, saw that its candi 
date could not win the election. For this 


reason a series of murderous attacks 


against opposition leaders were planned, 


he said. 

Proclaiming himself “chief of the 
revolution,” General Batista announced 
that civil rights and liberties guaranteed 
by Cuba’s constitution would not be 
observed for 45 days. He declared that 
all Cuba’s international agreements will 
be kept 


GOOD-BYE, ELLENTON! 


This month Ellenton, 


Understanding 


the Iiaity 


What's Behind It: Cuba, largest of 
the Caribbean islands, is about the size 
of Pennsylvania and has a population 
of five million. Its chief source of in- 


-come is the export of sugar. It was a 


Spanish colony until the Spanish-Amer 
ican War of 1898, when it was ceded to 
the U.S. The U.S. granted Cuba its 
independence in 1902. 

In 1933 Batista was a young army 
sergeant. He led an army revolt which 
overthrew the dictatorship of President 
Machado. For the next seven years 
Batista was the boss of Cuba’s govern- 
ment. In 1940 he himself ran for presi- 
dent and was elected to office. At the 
end of his term, Batista went into exile 
in the United States. In 1948 he re- 
turned to Cuba and was elected to the 
Senate. Since then Batista has been 
organizing his own party, called Unitary 
Action, in a bid to return to power. 

Cuba’s government has often changed 
hands by revolution. A New York Times 
editorial last week said that Cuban gov- 
ernments from Machado to the present 
were marked by “corruption, gangster- 
ism, inefficiency, and political favorit 
ism.” The Prio government, the editorial 
said, “added a weakness bordering on 
anarchy. It is the army which holds the 
decisive power.” 


Wide World photo 


S. C. (former population, 600), 


Truman on Foreign Aid 


President Truman this month 
asked Congress and the voters to 
support his foreign aid program. 

He made his appeal in a message to 
Congress and a radio speech to the 
American people. 

The President—if Congress approves 
—plans to spend $7,900,000,000 be- 
tween July 1, 1952, and a 30, 1953, 
for the following purpo: 

(1) Direct military aid_$5, 350,000, - 
000. This includes guns, tanks, air- 
planes, ammunition, and other weapons 
and war materials. Truman said: “Mili- 
tary strength is the first necessity, for 
without a shield against aggression the 
free world would be helpless before the 
enemy. 

(2) Defense support—$1,819,000,- 
000. This includes shipments of raw 
materials which our European allies can 
use to help themselves. Much of this 
fund would go to help European facto- 
ries produce defense goods. With this 
help, said the President: “the European 
«countries will be able to produce far 
more military equipment than they 
otherwise could, and to maintain far 
larger armed forces than would other- 
wise be possible.” 

(3) Economic and technical aid— 
$656,000,000. This is intended for the 
Point Four program to raise living 
standards and develop resources in 
Africa, Asia, and Latin America. The 
President said this was to combat “stom- 
ach communism.” He meant that where 
people are hungry, they are likely to 
listen to Communist propaganda. 

(4) Administrative costs—$75,000,- 
000. This is to provide the salaries and 
expenses of men to handle the aid pro- 
gram, both here and abroad. 

What's Behind It: Mr. Truman’s ap- 
peal for popular support was an effort 
to prevent heavy cuts in his foreign aid 
program in Congress. Many Congress- 
men are calling for economies in the 
present record peace-time budget pro- 
posed by the President in January (see 
news pages, Feb 6 issue). 


Aid to France in particular has been 
criticized by some Congressmen in view 
of the continuing crisis in the French 
government. The cabinet of Premier 
Edgar Faure was turned out of office 
after only six weeks, when it demanded 
that French taxes be raised enough to 


vanished from the map—swallowed by the Savannah River hydrogen bomb proj- 
ect of the Atomic Energy C P. ter T. P. Brinkley spent his last 
day stamping letters for stamp collectors with a cachet showing the star-shaped 
design of the project administration buildings. The U. S$. Government bought 
all the buildings in Ellenton. Many people then bought their homes back at 
salvage rates and—like Hattie Badger in photo above—had them trucked to 
new locations. The Savannah River project will cost over a billion dollars 
and cover 315 square miles in South Carolina southeast of Augusta, Georgia. 








pay France's part in Western defense. 
Now France's new premier, Antoine 
Pinay—if he stays in office—faces the 
problem of finding money to do this. 


“Underworld Challenge’’? 


New York City was shocked by 
the murder of a young war veteran 
who helped police find the nation’s 
most-sought-after bank robber. 

Arnold Schuster, 24, of Brooklyn, 
N. Y., a Coast Guard veteran of World 
War II, had seen a police poster pic- 
turing the robber, Willie Sutton. Schus- 
ter recognized Sutton on a subway train 
and tipped off police. On February 18 
Sutton was arrested. The police at first 
did not mention Schuster’s part in the 
case. 

Schuster heard that $70,000 reward 
had been posted for information lead- 
ing to Sutton’s capture. He applied for 
the reward. Later he found only $500 
reward had been offered. New York 
newspapers published Schuster’s pic- 
ture, name, and address. 

Immediately after that publicity, 
Schuster began receiving threatening 
letters and telephone calls. The police 
offered to guard him but he declined. 

On March 8 Schuster was shot to 
death as he walked down a dark street 
near his home. As we went to press 
there was still no clue to the murderer. 

What's Behind It: Laws can be en- 
forced only with the help of every 
citizen. The police need the trust and 
co-operation of the public to get in- 
formation needed to solve crimes. Will 
citizens give police the help they need 


ROBERT THORSON (right), 15, sopho- 
more at Anaconda, Mont., High School, 
winner of the Sheaffer-Scholastic na- 
tional letter-writing contest, receives 
$250 check from his principal, Mike 
O'Leary. Robert also receives a trip to 
Washington, D. C. He plans to make the 
trip in June with his parents. High school 
students from every state and Alaska, 
Hawaii, Puerto Rico, and Canada en- 
tered the contest by writing letters on 
“How Can | Help Expand Opportunity 
In America?” Sheaffer Pen Company, 








Governor of Calif. 


Family Background 

Earl Warren, a Republican, has 
spent more than half his life in po- 
litical office in a state where enrolled 
Democrats outnumber enrolled Re- 
publicans three to two. He is a 
shrewd politician with the knack of 
making people like him. 

A grandson of Scandinavian immi- 
grants, Warren was bor in Los 
Angeles, Calif., March 19, 1891, and 
raised in Bakersfield, Calif. He fought 
his way up from poverty. His father 
was a railroad car repair mechanic. 
Mrs. Warren was born in Sweden and 
brought to California as an infant. 
The Warrens were married in 1925. 
They have six children. Their young- 
est daughter, Nina, 18, was stricken 
with polio in 1950, the day her father 
was elected to the governorship for 
the third time. She is now fully re- 
covered. 


Education 

After high school in Bakersfeld, 
Warren was graduated from the Uni- 
versity of California in 1912. Two 
years later he received his law de- 
gree and was admitted to the Cali- 
fornia Bar. 


Business Experience 

Warren worked his way through 
high school, college, and law school 
—as a newsboy, on a grocery truck, 
on an ice-wagon, as a farm hand and 
freight hustler, and selling books 
door-to-door. He played the clarinet 
in a band and still carries his mem- 
bership card in the musicians’ union. 

From 1914 to 1917 Warren prac- 
ticed law in San Francisco. He was 
drafted in World War I and dis- 
charged from the Army as a Ist lieu- 
tenant. He is deeply interested in law 
enforcement, has written articles on 
the subject. 


Political Experience 

In 1919, after his discharge from 
the Army, Warren became a clerk on 
the Judiciary Committee of the Cal- 
ifornia State Legislature. Later that 
year he was appointed deputy city 
attorney for Oakland, Calif., and in 
1925 was elected district attorney for 
Alameda County. He was elected 
State Attorney General in 1938. Four 
years later he won the Republican 
nomination for Governor, ran as an 


independent, and won. He is the first 


three-time governor in California’s 
history. In 1944 he was a favorite son 
candidate for the Republican Presi- 
dential nomination. Four years later 
he received his party’s nomination 
for the Vice-Presidency. 





with Scholastic Magazines, was sp 
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Earl Warren 


Political Record 

Domestic Affairs. As district at- 
torney, Warren was a new broom in 
a rip-roaring clean-up campaign. He 
swept the mayor of Oakland out of 
office, along with race-track gam- 
blers and racketeers. As attorney 
general, he was active in prosecuting 
saboteurs and fifth columnists during 
the early days of World War II. As 
governor of California he reduced 
state taxes, raised old-age pensions to 
a maximum of $75 (highest in the 
country ), overhauled the state prison 
system, organized post-war planning 
projects. His political appointments 
have been made from both parties 
and civil service lists. 

Warren is known for his liberal 
views, has urged a fair employment 
practices law and compulsory health 
insurance for California, and favored 
a public power policy. He is opposed 
to the centralization of power in the 
Federal Government and is eager to 
protect states’ rights. He favors a 
balanced budget. 

Foreign Affairs. He backs the bi- 
partisan foreign policy of the present 
administration and favors world- 
cooperation rather than isolation. 


Personality 

Warren is handsome, husky, cheer- 
ful, makes friends easily, belongs to 
the Masons, Elks, and more than a 
dozen other organizations. He talks 
quietly, simply and sincerely, even 
to large audiences, and does not 
orate. He has a booming laugh and 
a sense of humor. 

As a candidate, he has been de- 
feated only ogce. That was in 1948, 
when he ran for the Vice-Presidency 
on the Republican ticket. 
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From Lilies to Tricolor 


“Fifty million Frenchmen can’t be 
wrong,” sang the famed French mu 
sical star, Maurice Chevalier. But the 
history of his country has often told 
a different story. For its political for- 
tunes have been so checkered, that 
many millions of Frenchmen have 
always been, if not “wrong,” at least 
out of sympathy with the prevailing 
government 

We hear that Antoine Pinay has 
been accepted by the French Na 
tional Assembly as the latest Premier 
of the Fourth Republic. What is the 
Fourth Republic? Why is it so 
named? 

In the answers to these questions 
can be read nearly two centuries of 
perhaps the most frequent and vio- 
lent change in any modern nation 
Eight hundred years of monarchy, 
that long seemed the most stable and 
absolute in Europe, came to an 
abrupt end in 1792, when Louis XVI 
rode the tumbrils of the great French 
Revolution to under the 
guillotine 


his doom 


The First Republic 


The First Republic was the gov- 
ernment of the Revolution. Dissolved 
in the Terror of 1794, it was fol 
lowed by the five-man Directory, 
and the Consulate under the rising 
young military genius, Napoleon 
Bonaparte 

Napoleon 
‘peror in 1804, and his ten-year reign 
became known as the First Empire 
Defeated by the European Allies in 
1814 and 1815, Napoleon I was suc- 
ceeded by the restored House of 
Bourbon, until 1830. Then the pen 
dulum swung again toward the 
“Left,” and the so-called “July Revo 
lution” installed a constitutional mon- 
archy headed by Louis Philippe, a 
member of the Orleans branch of the 
Bourbons. The government of this 
“Citizen King” became hidebound 
and corrupt in time. It fell in a new 
1848, which 


crowned himself em 


vear of revolution, 
echoed all over Europe 
The Second Republic the 
short-lived democracy established in 
1848, which sealed its own fate when 
it allowed a new adventurer, Louis 
Napoleon, nephew of the great Na- 
poleon, to be elected President. Four 
years later, Louis Napoleon engi- 
neered a coup d'etat, and declared 
himself as Napoleon III 
The next eighteen the 
prosperous and showy period known 
as the Second Empire. But Napoleon 
III involved his country in numerous 
costly wars, until it was shattered by 


was 


Emperor 
years were 


ELL LLL LLL LLL LLL 


the triumphant Germans in the 
Franco-Pfissian War of 1870. 

The government that followed was 
merely “caretaker” government 
under the elder statesman Thiers, to 
make peace and raise the German 
indemnity. But in 1875 a constitution 
was adopted, with a president and a 
two-house Parliament, inaugurating 
the Third Republic 


Fall of the Third Republic 


The Third Republic was the long 
est and most successful period of 
democratic government France has 
Punctuated by two 
world ind by great political 
struggles, it nevertheless gained 
steadily in strength and social legis- 
lation until the outbreak of World 
War I in 1914. After-the Treaty of 
Versailles, the Republic was plagued 
by financial and industrial 
strife and weakened by its war losses. 
It had not fully recovered, indeed, 
when Adolf Hitler, the Nazi warlord 
of Germany, plunged Europe into 
the Second World War in 1939. 

The fall of the Third Republic is 
one of the many tragedies of World 
War II. In May, 1940, Hitler’s hordes 
launched their invincible attack on 
the West. The treaty dictated by 
Hitler allowed about half the area 
of France to be set up as a semi- 
independent satellite, with its capital 
at Vichy, while the North was oc- 
cupied by the Germans for five years. 
The Vichy government, under the 
aged Marshal Petain, was no re- 
public, but a state with marked fascist 
tendencies 


experienced 
wars, 


crimes 


Present Fourth Republic 

The story of D-Day, the Fighting 
French, the Resistance, and the Lib- 
eration in 1945 happened only yes- 
terday. Then began the Fourth Re- 
public under which the nation is now 
operating. Its first provisional chief 
was General Charles DeGaulle, the 
Free French leader. His government 
resigned in 1946 when the new con- 
stitution was adopted. Since then it 
has been under an elected president 
Vincent Auriol, and a successfon of 
premiers from the “Center” parties 
On Left and Right, the Communists 
and DeGaullists glare at each other 
across the weak-kneed governments. 
M. Pinay was elected by a new com- 
bination of Right parties containing 
27 deputies who revolted against 
DeGaulle. This may mean that many 
Frenchmen are at last realizing the 
fatal weakness of the party set-up 
under the Fourth Republic. 
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if their lives or property are in danger 
from vengeful criminals? United States 
Attorney Myles J. Lane called the 
Schuster killing “a challenge of the 
underworld to decent government.” 

One approach, proposed in a bill be- 
fore the New York State legislature, 
would forbid police to identify persons 
who give them tips on criminals. 


Margarine Turns Yellow 


New York State this month be- 
came the forty-first state to permit 
sale of yellow-colored oleo- 
margarine. 

Oleomargarine is a butter substitute 
made of vegetable oils. Normally it is 
white in color. For many years high 
Federal taxes and severe state penalties 
have been used to keep margarine man- 
ufacturers from coloring their product 
yellow—the color of butter. These laws 
were made at the demand of dairymen. 
Dairymen feared they would sell less 
butter if yellow margarine were for sale. 
Margarine is much cheaper. 

Manufacturers put in each package 
of white margarine a “bean” containing 
coloring matter. Housewives could color 
their own margarine after they bought it. 

Two years ago Congress repealed 
the Federal tax on colored margarine 
Many states lifted their restrictions. 

Last week the legislature of the na- 
tion’s second ranking dairy state, New 
York, repealed (effective July 1) laws 
which have forbidden the sale of vol- 
ored margarine for 65 years. 

Seven states still forbid the sale of 
colored margarine: Wisconsin (the chief 
dairy state), Vermont, Iowa, South Da- 
kota, Minnesota, Washington, Montana. 


Australia Cuts Imports 


Australia tightened its belt last 
week. The government reduced the 
country’s import trade by 50 per 
cent. 

The purpose is to make ends meet in 
Australia’s international trade. * 

Imports of some consumer goods 
were cut by as much as 80 per cent. 
These include certain foodstuffs, clothes, 
tobaceo, washing machines, refriger- 
ators, cutlery, cooking utensils, stoves, 
china, beer, liquor, automobiles, tex- 
tiles; and other everyday items. 

Britain usually supplies 52 per cent 
of Australia’s imports. It is estimated 
that, in value, Australia’s purchases of 
goods from Britain will be $403,000,000 
less in the coming year than last year. 

Australia normally pays for her im- 
ports by means of large exports of Aus- 
tralian wool (of which the U. S. is the 
chief purchaser) and foodstuffs, espe- 
cially meat and wheat (mostly sent to 
Europe). The wool trade is booming. 
But because of its fast-growing popula- 
tion, Australia has less surplus food than 





formerly to sell abroad. Australia’s peo- 
in are largely concentrated in a few 

ig cities and (in proportion to popu- 
lation) are more largely made up of in- 
dustrial workers than is the U. S. pop- 
ulation. 


Setback to UMT 


Universal Military Training has 
been sidetracked. 

The House of Representatives this 
month sent a UMT plan back to its 
Armed Services Committee for more 
study. 

A Senate UMT bill is ready. Whether 
it will come up at the present session 
of Congress is uncertain. 

If the Senate passes its UMT bill, 
the House would have an opportunity 
to consider the issue again. But sponsors 
of UMT in the House say they'd rather 
wait until next year—after the 1952 
election. 

Last year Congress voted to approve 
the general idea of UMT. Congress or- 
dered a Universal Military Training and 
Service Commission to draw up plans 
for a UMT program. 

A bill to carry out this program went 
before the House. After defeating vari- 
ous amendments to the bill, the House 
sent it back to the Armed Services Com- 
mittee by a vote of 236 to 162. Carl 
Vinson, chairman of the committee, is 
drafting a new bill designed to eliminate 
features to which some Congressmen 
objected. 





United Nations News 





Spring Offensive? 


Are the Communists 
spring offensive in Korea? 

The U. N. says that the Chinese and 
North Korean Reds have built up a 
force of 900,000 men. The Communists 
launched huge but unsuccessful drives 
last April and May, after warm weather 
cleared away winter’s snow and mud. 
Are they planning similar offensives this 
spring? 

General James A. Van Fleet, U. S. 
Eighth Army commander, declared that 
he would be “surprised” if the Com- 
munists tried a big offensive this spring. 
He said that the Reds have more men, 
weapons, and planes than the U. N. 
Nevertheless, he said: “I am confident 
that we could stop any attack the Com- 
munists might throw at us. It would be 
a good thing if we could get those peo- 
ple out of their foxholes and dugouts 
to mow them down the way we did last 
April and May. . . . We have enough 
equipment, men and ammunition avail- 
able. We could do it just as effectively 
as we did last year.” 

General Van Fleet reported that the 
enemy has twice as many artillery pieces 
as the United Nations along the 155- 


planning a 


mile battle front and in reserve. He said 
U. N. artillery is better, however, “and 
that is where we feel we have the ad- 
vantage.” 

Korean weather limited ground fight- 
ing last week to patrol clashes. Snows, 
rains, and dense overcast blanketed the 
front. 

In the air war, U. N. flyers continued 
to inflict severe punishment on the 
Reds. On March 11, U. N. Sabre jets 
shot down seven Russian-built MIGs 
and damaged three others. This was the 
biggest U. N. bag of planes in more 
than a month. U. N. losses, if any, 
were not announced. 

Last week General Matthew B. Ridg- 
way, U. N. commander in Korea, 
charged Russia with arming Chinese as 
well as North Korean Communist forces 
in Korea. 

It was generally known that the 
North Korean Reds had used Soviet 
tanks and guns to invade South Korea. 
But this was the first U. N. announce- 
ment that the Chinese Reds, too, were 
using Soviet arms. 

Communist truce negotiators have 
demanded that Russia be included as a 
“neutral” nation to police a Korean 
truce. 

The Red Chinese radio has accused 
the U. N. of scattering disease germs 
and insect pests to start epidemics in 
North Korea. General Ridgway said 
this was “absolutely false.” 

He said‘there were reports of bubonic 
plague and other disease outbreaks in 
North Korea. The Communists may be 
talking about germ warfare, General 
Ridgway said, in hopes that the peopl 
will blame the U. N. for epidemics now 
raging. 

Meanwhile truce negotiators reported 
“no progress.” 


Quick Guz 


1, Identify: Fulgencio Batista, An 
toine Pinay, Carlos Prio Socarras, James 
A. Van Fleet, Matthew B. Ridgway. 

2. The latest state to permit sale of 
colored margarine is . There 


are______.___states which forbid sale 


of yellow margarine. 
8. President Truman wants about 
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United Press photo 
MEET THE JEEP COPTER: The Army's vest pocket helicopter poses alongside 
Its earth-bound cousin. The midget copter can be dropped from a large plane, 
unpacked by two men, and put into the alr within 20 minutes. -It can hit 80 
miles an hour, and stay aloft for an hour and a half without refueling. The 
air jeep can be used for observation, evacuating wounded, or carrying supplies. 


($6,000,000; $8,000,000,000; $7,000, 
000,000,000) for foreign aid during the 
coming fiscal year. 
4. A leading export of Cuba is. 
; Australia, 
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What obi part oF every other job? 


It means moving materials and machines... 





The answer is transportation 
distributing finished products and services . . . getting people to and from their work. 
It’s a big job because this country of ours is so big, in space, in resources, in popula- 
tion and in its ambitions. The hundreds of millions of things which make up the 
nation’s wealth—its timber, its tools, its bread, its books, its produce . . . the products 


made by its factories—are carried wherever they are wanted. 


HOW IS THIS BIG JOB HANDLED? 


In many ways. Railways, airways and waterways play a part. So do highways, 
and the cars, trucks and busses that roll on them. Of every four tons of freight moved 
in this country, three go by truck; of every ten intercity passenger miles traveled, 





nine arc by car and bus. We have s2 million motor vehicles in America, and 3% 


mullion mics of roads 
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1 Directly into our own homes Come countless things and serv 
ices carried by motor vehicles—milk, meat, laundry, mail 


And did you ride to school this morning in a bus? If so, it 
school busses running today. 





was one of more than 1 30,00¢ 


2 Our industries and businesses depend a great deal on motor 
vehicles to bring them the people, machines and materials 
they need. They use trucks to distribute the things they make. 

uses trucks—manufacturers, 

59% of U. S. workers go to 





Almost every kind of business 
wholesalers and retail dealers. 


their jobs by car 
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Chrysler Corporation itself gives us a good picture of the way motor vehicles 
are used. A multitude of parts from 10,400 suppliers in 43 states flow into the 
company’s plants to keep the Plymouth, Dodge, De Soto and Chrysler assembly 
lines running ...and to make defense weapons and many other products. Then 
finished cars and trucks and parts and accessories flow out from Chrysler Corpo- 
ration to its 10,700 dealers from coast to coast. A tremendous two-way distribu- 





tion job—much of it handled by truck. 
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’ 3 The distribution of our natural resources depends greatly on 
motor vehicles. Coal, oil, lumber and stone all come to us at 
least partly by truck. And on the farm and. range, trucks help 
bring us the food we eat, the clothes we wear. 





4 Our national defenses, too, depend on motor transport to deliver arms and equip- 

ment from factories all over the country. And motor vehicles serve our defense 
effort in two other important ways. Military trucks, ambulances, 
cars do a job within our armed services. And the experience and 
skill gained producing cars and trucks enable manufacturers like 
Chrysler Corporation to turn out other items of war material. 
For example: in addition to military trucks and ambulances, 
Chrysler Corporation has been called on to build tanks, tank 
engines, jet engines, and propellers, hulls and wing and tail 
assemblies for airplanes. 





So distribution is vital to our country in many, many ways —directly, in our own homes; 
indirectly, in industry, in our natural resources, in our defense program. And motor 
vehicles have come to be vital to our unlimited distribution. 





Chrysler Corporation makes many of the cars and trucks which serve all of us so 
well ... Plymouth, Dodge, De Soto and Chrysler cars, and Dodge “Job-Rated” 
Trucks —so useful in distribution —that are built especially to do certain jobs. 
There are panel and pick-up trucks; the Dodge Route-Van, one of the most 
convenient and efficient door-to-door delivery vehicles; and stake-body and express 
trucks and tractors for heavier duty, pulling platform trailers and vans and big 
tanks that haul milk and other fluids. And there’s a Dodge Power-Wagon that’s 
actually a truck, a tractor and a self-propelled power plant all in one. 











DO WE HAVE ALL THE TRANSPORTATION WE NEED? 


Our country is always growing; that takes more transportation and 
distribution. This ever-growing job requires more trucks, cars and busses, 
in addition to trains, airplanes and ships. And more motor vehicles mean 
that we need more and better roads. Present highways must be maintained; 
many should be improved. New roads are needed to keep step with the 
growth in both the number of motor vehicles and their usefulness. And the 
full usefulness of motor vehicles depends on new and better streets, highways 
and parking facilities. 

The opportunities for constructive work are even greater than they have 
been in the past—made possible by the initiative and vigor of industrious 
people throughout the U.S.A. 


CHRYSLER CORPORATION 


Plymouth, Dodge, De Sote and Chrysler cars and Dodge Job-Rated Trucks 





A quiz on facts, ideas, and words in this issue. Score totals 100 points. 


I. MODERN DISTRIBUTION 


4. On the line to the left of each 
of the terms in Column A, write the 
number preceding the description in 
Column B which best explains it. Each 
2. Total 10 


counts 


Column A 
a. consumer! 
b. retailer 
c. manufacturer 
d. wholesaler 


; 
e. creditor 


Column B 


1. one who lends money 
2. final user of a product 
3 


changes raw material into a fin- 
ished product 

4. makes goods directly 
final users 


commodities in 


available to 


5. sells large quan- 
tities 

6. director of advertising 

My score___ 

B. Follow directions, as above, in 

matching Columns A and B, below. 


Each counts 2. Total 10 


Column A 
grading 
mark-up 
profit 
OV erhead 


spread 


Column B 
what is left to the risk-taker after 
all expenses have been paid 
difference in price between what 
retailer paid for it and selling price 
difference between what the pro- 
ducer received and what you pay 
for it 
unfair advertising 
marking 
agreed standard 
business costs such as rent, wages, 
light, and heat 


goods according to an 


My 


score 


“IS FAIR TRADING” FAIR? 


On the line to the left of each of 
the following statements, place an “F” 
if it is an argument for price-fixing of 
standard brands and an “A” if it is 
against it. Each counts 5, Total 40. 


The independent retailer will be 
driven out of business. 

Frices are kept artificially high. 
“Loss-leadering” cheats consum- 
ers in the long run. 
Super-markets cannot pass their 
savings on to consumers. 
Inefficient retailers are supported 
at the expense of the public. 
Brand-names are degraded by 
price-cutting. 

Retailers are not compelled to 
stock the brand-name product. 
Brand-name manufacturers are 
hurt by smaller orders from big 
stores 


My score__ 


Ill. U.S.A.’S FOREIGN TRADE 


On the line to the left of ‘each of 
the following statements, place the 
number preceding the word or phrase 
which best completes the sentence. 
Each counts 5. Total 40. 


a. Among the important imports of 
the United States are all of the 
following, except 
1. coal 3. manganese 
2. sugar 4. natural rubber 


. The executive department which 
is closely concerned with our 
foreign trade is the 

Department of Commerce 
Department of the Interior 
Department of State 
Treasury Department 


country which exports sugar 
o the United States is 


1. Canada 
2. France 


8. Cuba 
4. Western Germany 


. An area of the world which uses 
great quantities of oil but pro- 
duces almost none of it is 
1. southern Russia 
2. the Middle East 
3. North America 
4. Western Europe 


Of the following statements the 
one which is most nearly correct 


commie 


1S 

1. All countries are self-sufficient 

2. No country is self-sufficient 

3. Most countries are self-suffi- 
cient 

4. There is no way of knowing 
whether a country is self- 
sufficient 


United States sales abroad in 

1951 

1. representeti an increase over 
the previous year 
represented a decrease over 
the previous year 

3. were the highest in our his- 
tory 

4. have not been calculated 


The country with the largest 
fleet of merchant ships is 

1. the United States 

2. Norway 

3. Russia 

4. Great Britain 


. Agreements between the United 
States and other countries by 
which trade barriers have been 
reduced or eliminated are 
known as 
1. quid pro quos 
2. customs unions 
3. free trade acts 
4. reciprocal tariffs 


My score__._._—-— My total score 


My name 
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WORDS to 
the WISE 


export (éks.pért’)—A verb. To send 
merchandise abroad to foreign countries. 
Used as a noun it means “that which is 
exported” and is accented on the first 
syllable. Derived from Latin ex, out, plus 
portare, to carry 

import (im.pért')—A verb. To bring 
goods into one country from another 


country. Used as a noun it means “goods 


that is imported” and is accented on the 
first syllable. Derived from Latin im, in, 
plus portare, to carry 

reciprocal (ré.sip’r6.ka])—A noun. Cor- 
responding to each other by being equal 
or complimentary. 

retail (ré’tal)—A noun. The sale of mer- 
chandise in small quantities (opposite of 
wholesale). Derived from French re- 
taillier, to cut up into small pieces. 

tariff (tar’if)—A noun. A schedule of 
payments imposed by a government on 
goods imported (sometimes on exports). 
Derived from the Arabic ta’rif, inventory. 
This became tarifa in Spanish and tariffe 
in French, from which it came into Eng- 


lish as tariff. 





Id rors 


Bing’s Things, Inc. 


Bing Crosby has announced the for- 
mation of a new company—Bing’s 
Things, Inc.—to arrange for the manu- 
facture and distribution to reta‘l stores 
of merchandise on which the “groaner” 
carries his name. At the outset, more 
than 25 different items will carry the 
trademark “Bing’s Things,” including 
games, toys, clothes, an electric razor 
with a built-in battery and other gadgets. 


Deep Freeze Revolution 


A plan enabling the housewife to buy 
her meat, fruits, and vegetables at 
wholesale prices and keep them in her 
own deep-freezer is being systematically 
carried out in 22 cities and will be ex- 
panded as more frozen food depots are 
set up. 

The deep freezer, fully packed with 
food, is sold on the installment plan by 
the Freezer Owners Association, Ine. 
The housewife becomes a member of 
this organization upon making her first 
payment on the food-filled freezer. 
Membership entitles her to go to the 
local frozen food depot and purchase 
additional supplies of food. All frozen 


food depots will be provided with ade- 
quate parking space for members’ cars. 

Food prices, under this system, aver- 
age 12 to 15 per cent less than chain 
store retail prices. This saving is made 
possible through efficient packaging and 
delivery: all the meat is cut and pack- 





aged for quick freeze at the packing 
plant, and shipped in one refrigerator 
freight car or refrigerator truck. Upon 
arriving at the city of destination, the 
full carload is delivered by truck to the 
frozen food depot, which is located out- 
side the congested traffic area. Many 
hours of trucking time are thus saved. 
Add this to the economy effected by 
pre-packaging in small units at the 
packing plant, and you have a sub- 
stantial saving to the consumer. 

It’s another step in the revolution- 
izing of food distribution that the deep 
freeze has browght about. 


Big Rigs Need Big Stations 


Regular-size filling stations are too 
small to accommodate the giant trailer 
trucks, known as “big rigs,” in some 
parts of the country, notably over the 
long and heavy hauls of the wide spaces 
of the west. In California alone, the big 
rigs haul 30 million tons yearly of the 
state’s farm products. An adequate fill- 
ing and service station for the big rigs 
needs at least four acres, with 400 feet 


TV HELPS LOAD CARS: ¥ Edward wWil- 
liams, scrap bale operator with General 
Motors in Pittsburgh, Pa., watches TV 
all day as he stands at control panel 
regulating flow of scrap metal into rail- 
road gondola cars. Arrow points to TV 
screen. Enlargement at right shows what 
operator sees on TV screen—car almost 
fully loaded with bales of scrap. 
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frontage on the highway. The bigger 
the better. “Fill ‘er up” from a diesel- 
truck driver can mean 240 gallons. 


Eggs Fall 25 ft.; Don’t Break 


To demonstrate the resiliency of its 
packaging material known as Celluliner, 
Gillman Brothers (Connecticut manu- 
facturer) dropped three dozer raw eggs, 
one at a time, off a 25-ft.-high roof on 
to double-thick layer of Celluliner. The 
eggs just bounced, didn’t break. Cellu- 
liner is used to protect delicate equip- 
ment in shipment. It is especially useful 
in protecting material dropped by para- 
chute to combat troops. 


Thar’s Gold in Them Teens 

Earnings of U. S. teen-agers, 13 
through 19 years of age, exceed $7,000,- 
000,000 a year. That's, billions, brother. 
And it doesn’t include allowances. 
There are approximately 14 million 
teen-agers in the U. S. Besides being 
billionaires in their own right, U. S. 
teen-agers exert a heavy influence on 
how mom and pop spend the family 
dollar. 

Pipe That, Will You! 

A pipeline transporting coal is in 
operation near Cadiz, Ohio. Pittsburgh 
Consolidation Coal Co., world’s largest 
commercial producer of coal, built the 
8,000-ft.-long experimental line, which 
carries 7,000 to 9,000 tons daily. The 
coal moves as a mixture of water and 
fine pieces of coal called “slurry.” If all 
goes well on the experimental line, it 
will be lengthened and might be the 
forerunner of a pipe-line system to carry 
coal to the Great Lakes and other large 
consuming areas. 


Fisher Body Div., General Motors 
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The best man to answer this question 


is, of course, your family physician. We suggest 


that you ask him the next time 


you pay him a visit.. 





“Nutritional Time Bomb” is science’s 
dramatic name for an equally dramatic 
discovery about diet...the discovery 
that injuries caused by mistakes in 
diet may not reveal themselves until 
years later. 

Like actual time bombs, these in- 
juries remain hidden and unrecog- 
nized, exploding into symptoms 
when it is too late to do anything 
about them. Thus, the dietary wrongs 
of childhood may be visited upon 
the adult. 

Such scourges of later life as tooth 
decay, goiter, high blood pressure, 
heart disease, anemia and hardening 
ofthe arteries are not necessarily 
caused by present diet faults. They 
may be the delayed effects of earlier 
injury, where a dietary deficiency 
has existed too long. 

A sound child body—the founda- 


| d like to know... 


what is a 


NUTRITIONAL TIME BOMB ?” 


tion of a sound adult body—must 
be built from the food that goes 
into it. The true effect of a mother's 
care during childhood has only begun 
to be understood. And, since eating 
habits are formed in childhood, the 
conscientious parent can do much 
to insure the child against later pen- 
alties of wrong eating. 

The protective foods should be used 
generously in the daily diet. Impor- 
tant among these are bananas—long 
prescribed by doctors as one of the first 
solid foods for infants. Bananas have 
a well-rounded supply of vitamins 
and minerals, and are distinctly be- 

eficent in their action upon the di- 
gestive tract. Because of the many 
appetizing ways in which bananas 
can be served, as well as because of 
their nutritional value, they are now 
being more widely used than ever. 


FOR HEALTH, EAT AND ENJOY A PLENTIFUL VARIETY OF THE “RIGHT” FOODS 


UNITED FRUIT COMPANY 
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It was five years 


since a train had stopped at Stratford 


DEPOT in the little town of Strat- 
ford, Kansas. The stage is separated 
in the center by a counter and 
ticket window which permits two 
scenes: the depot office, right, and the 
waiting room, left. There is a swinging 
door or gate in this counter permitting 
traffic between office and waiting room 
As the curtain rises, the sound of a 
fast passenger train is heard approach- 
ing. It is a streamliner. From its metal- 
lic drone, the rising crescendo of sing- 
ing steel, and the sustained whistle to- 
gether with the steady sound of the bell, 
we know immediately that the train has 
not the slightest intention of stopping 
at Stratford station. In a moment it has 
flashed past the and de 
crescendoes as it speeds on 
Depot agent, David Cilbert, sits at 
his table and watches the streamliner 
go by. He has done this hundreds of 
times before. When the train is gone he 
automatically reaches for the telephone 
put on the earphones, cranks the phone 
Sprague Higgins, David's age, sits 
tilted back in his chair, his feet on a 
smaller table on which a checker-board 
is patiently waiting the completion of a 
game. 
Davip: Dispatcher? Stratford Station 
speaking. Golden Gate Limited by at 
three-fifty-eight. 


windou 





(He removes the earphones.) 

SpracueE: Let's see here, David, was 
it your move? Or was it mine? 

Daviw (quietly): I don’t think I'd 
ought to play any more, Sprague. Makes 
me feel guilty when I ought to be work- 
ing. 

SpracueE: At what? 

Davin: There’s always superintend- 
ents liable to drop in. 

Spracue: Surprise me if the superin- 
tendents even remembered they had a 
depot here at Stratford. 

(Helene Sauerly has entered. She 
stands tall, lean, and righteously, and 
taps an umbrella importantly. Helene is 
about fifty-three. She is unmarried. 
There is a kind of charm and dignity 
about her. The men have not heard nor 
seen her enter.) 

Hevene: I beg your pardon! 

Davin: How-do-you-do, Miss Sauer- 
ly. I didn’t heard you come— 

Hevene: So I noticed. It’s no wonder 
they have taken off all our trains. 

SpracuE: They haven't taken them 
off—they just don’t stop. 

HevLene: They haven't stopped for 
five years, Mr. Higgins. 

Spracvue: All right, so what's the ar- 
gument? 

HELENE 
man 


Davip 


(under her breath): That 
(She fumbles in her purse.) 
Never mind the express no- 




















tice, Miss Sauerly. I've got your baby 
buggy right here. 

HELENE (raring): Baby buggy! 
(Sprague’s feet fall off the counter.) 
I beg your pardon! 

Davip: Maybe I should have said 
“perambulator.” 

Hevene: Perambulator? I ordered a 
percolator! (Sprague snorts.) 

Spracue: Excuse me, Helene, but I 
was just thinking how funny it was. 

Hetene: I see nothing funny about 
it! 

Spracue: Did you ever try making 
coffee in a baby buggy? There’s lots of 
things can happen in them, but making 
coffee ain’t one of ’em. 

(David has wheeled the baby buggy 
into the waiting room.) 

Hevene: Is this a joke, Mr. Gilbert? 

Davi: This js what it says on the 
way bill, one perambulator. 

(Helene goes out.) 


Copyright, 1940, by Samuel French, in 
TWENTY SHORT PLAYS ON A ROY- 
ALTY HOLIDAY, Volume IL. All rights 
reserved. CAUTION: Professionals and 
amateurs are hereby warned that “FLAG 
STOP,” being fully protected under the 
copyright laws of The United States of 
America, the British Empire, including the 
Dominion of Canada, and all other coun- 
tries of the Copyright Union, is subject to 
a royalty. All rights, including professional, 
amateur, motion pictures, recitation, pub- 
lic reading, radio broadcasting and the 
rights of translation into foreign languages 
are strictly reserved. Amateurs may pro- 
duce this play upon payment of a royalty 
of Five Dollars for each performance, pay- 
able one week before the play is to be 
given to Samuel French, at 25 West 45th 
Street, New York 19, N. Y., or 7623 Sunset 
Blvd., Hollywood 46, Calif., or if in Can- 
ada to Samuel French (Canada), Ltd., 
480 University Avenue, Toronto, Ont. 
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Spracue (chuckling): I'll be saddled 
for a mule! If this don’t get to be the 
talk of Stratford it won’t be my fault! 
Helene Sauerly getting herself a per- 
ambulator! 

Davin: It must have been her hand- 
writing. 

Spracue: You sure hit it there, Da- 
vid. That woman writes the consarndest 
hand of any in town. 

Davin: It’s a funny thing. She’s an 
intelligent woman otherwise. 

SpracuE (visualizing): Yes, sir. I've 
got notes of hers I ain’t never been able 
to read—complete. 

Davin: Notes? Don’t tell me Helene’s 
had to borrow money! 

SpracuE (in quiet reminiscence): 
Not them kind of notes. Heart-beats. 

Davin: Heart-beats? 

SpracuE (as before): Leastens that’s 
what we used to call ’em. 

Davin: Hmmm. (He brings the per- 
ambulator back into the office.) 

SpracuveE: You come to Stratford too 
late to know about it, David, and to 
most folks it’s ancient history. But to 
me it’s memories . . . (David is sym- 
pathetic.) The two of us graduated 
from high school at Willow City, used 
to ride over together in her pa’s surrey 
with the black team. Used to stuff our 
notes down in the whipholder on the 
dashboard. Once I even hid one in the 
eavespout over at her place. That night 
it rained. I always said that note went 
way down to New Orleans. 

Davin: What's worrying me is what 
to do with this pushmobile. There hasn’t 
been a baby in Stratford since Rose 
Duncan’s. 

SpracuE: Before you send it back 
I'll bring some of the boys down here 
to look at this new-fangled percolator. 

Davm: Beats me how you can be 
that way with Helene when you used 
to love her so. 

Spracue: Lov—! Now, don’t start 
that kind of talk. . . . Guess I wouldn't 


really when it came right down to it. 
‘Cause sometimes it just seems I'm sort 
of waiting for the time when—ah— 
Providence will give us a chance to talk 
things over. 

Davm: You never married and 
neither did she. 

Spracue: That's ‘cause I went to 
Kansas City to make my fortune. 

Daviwp: And they tell me she had to 
take care of her mother after she had 
that stroke. 

Spracue (quietly): For seven years 
she did that. Well, move. All you got 
to worry about is keepin’ me out of the 
king row. 

Davw: Just a minute. (David looks 
at his watch. He seats himself at the 
table as at the opening of the play. In 
the distance is heard the sound of an- 
other streamliner coming from the op- 
posite direction. The train speeds by. 
David watches it with solemn eyes. He 
picks up the earphones.) Dispatcher? 
Stratford Station speaking. Number 
seventeen by at four-nine. (David sits 
thoughtfully for a moment.) 

Spracue: What's the matter? 

Davin: Nothing. (Comes to table.) 

Spracve: Sorry if my talking about 
—about Helene that way set you think- 
in’ about your wife who’s passed on. 

Davin: No, no, it’s not that. 

Spracue:, You've got a fine daughter, 
a nice little house across the tracks, a 
nice job. Don’t see where you've got 
any kick comin’. Less’n you're worried 
‘cause you don’t feel good sometimes. 

Davin: You heard those trains go by 
just now. 

SpracvueE: Don’t pay much notice to 
em any more since they never stop. 

Davin: That's right. 

SpracuE: What's right? 

Davip: They don’t stop. 

SpracuE: Ob, a freighter stops every 
copla days. 

Lavip: But no passenger. 

Spracue: Wait a minute! I'll jump 
the whole caboodle if you do that! 

Davin: It means an awful lot to me, 
Sprague. 

SpracuE: The game? 

Davin: Stratford Station. I’ve been a 
town depot agent for over thirty years. 
I'm ending up at a flag stop. Guess I 
wouldn’t talk this way if you hadn't 
started in about you and Helene. 
There’s probably more to your old 
friendship and heartbeats than you'll 
admit. 

SpracuE: That’s plum silly talk. 

Davm: There’s more to me and the 
road, too. I never talked to anybody 
about trains running through and never 
stopping nor about the mail being 
brought in by truck now so that not 
even mail trains stop any more. Yes, I 
did, too, talk about it once, to my 
daughter, Betty. Then like a dumb fool 
I got to crying. 
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Spracue: Get to cryin’ around me 
and I'll put you in the percolator. 

Davm: I thought by the time I was 
near sixty I'd be a big officer on the 
road, I'm at a flag stop. I've seen the 
new engines come in, air-conditioned 
coaches, the streamliners . . . though 
they never even stopped here on the 
trial run. They go to Omaha on the 
West and Kansas City on the East, and 
there hasn’t been a flag stop out of 
Stratford since the streamliners came in. 
And, Sprague, there’s just a chance 
they might close Stratford Station. 

Spracue: Now, wait a minute! 

Davin: There'd be more to that than 
just losing out on a checker game. A 
pension would take care of Betty and 
me, but there’s something it wouldn't 
do. You see, Sprague, I knew most .of 
the men on these runs in the old days. 
. . . It gives me a sort of sore spot... 
(He indicates his heart.) 

SpracuE (uneasily): Now, let’s not 
get sentimental in the heat of the day. 
Stratford ain’t the only town on the line 
that’s been left high and dry. What's 
happened is plain as day. The trucks 
have taken over the hauling business 
in these small towns. 

Davip: It’s a long story. First the 
traveling men stopped riding trains. 
That was because the roads were grav- 
eled and they could go with cars. So 
they took off passenger trains. Then 
local truckers began hauling cattle and 
they took off our cattle trains. Next 
came out line trucks and took the 
freight and express. Then the buses 
came and handled the mail and the 
few folks who maybe didn’t have cars. 
I remember how I told the superintend- 
ent when they transferred me here, 
“Tll make Startford a regular stop sta- 
tion again.” But I didn’t. I tried hard for 
a good many years. I worked, Sprague. 
Now you've won me over to playing 
checkers to kind of forget thjngs. 

SpracuE: I don’t know whether I'd 
call what you're doin’ playin’ or not. 

Daviw: Id like just once to have 
somebody be leaving Stratford so I 
could once in my life flag stop one of 
those flyers going either east or west. 

SpracuE: You'd sure have the whole 
town down here if that ever happened. 
Oh, it'd be a thrill and no foolin’ to just 
hold out a little flag and stop one of 
them streamliners that go through here 
with their noses up. 

Davip (moving a checker): It’s not 
only that; it’s another feeling. 

Spracve (jumping three men): By 
gad, you're sure playin’ a devil of a 
game! (Helene has come in.) 

HELENE: Mr. Higgins! 

Davwp: Well, Miss Sauerly. 

Hewene: I have never been around 
Mr. Higgins but that he was swearing 
at the top of his voice. 

(Continued on page 40) 
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GOING STEADY... 
Thanks to 2Q,000 Specialists 


We're talking about the 20,000 Sinclair men and well-nigh insatiable thirst for gasoline and 
women who keep your car going steady. Your other petroleum products are the field men 
requirements, and the needs of American industries, who find and produce crude gil. Sinclair is 
farms and homes, keep these petroleum experts currently backing their efforts with a 
hopping in a wide variety of jobs. multi-million dollar program to increase 
its crude oil production and to accumulate 





First of those who help to satisfy America’s sufficient reserves for future requirements. 





Sinclair seismograph crew sets off a charge in the seorch for oil. Producing wells near Bairoil, Wyo. Sinclair is 
Resulting shock waves map ovt subterranean rock formations. one of the state's largest producers of crude oil. 








Once the crude is brought to the surface, 

it is transported to Sinclair's seven modern domestic 
refineries where it is manufactured into more 

than 1800 different products. 


In the transportation of its crude oilLand petroleum 
products the pipe-liner is an important figure 

in the Sinclair picture for he works on one of 

the longest company-owned pipe line systems in 

the world — nearly 14,000 miles of lines. At the 

pipe line’s end local distributors deliver the products, 
as needed, to various customers including the 
independent Sinclair Dealer. 


Behind it all are the men and women of Sinclair 
Research. Their task? — to develop new and 
improved petroleum products. Typical of their 
handiwork is the famous Sinclair rust inhibitor, 
RD-119®—the revolutionary chemical whose 
regular use stops rust and corrosion in pipe lines, 
tankers, tank cars and your automobile. 


The work of these research scientists, and the work 
of all 20,000 Sinclair employees, is never done and 
never will be — not while there’s a diesel locomotive 
rolling somewhere . . . a plane in the sky... 

a home to be heated . . . industrial machinery to be 
lubricated or a high school guy to take a high 
school gal out riding. 


One of Sinclair's seven domestic refineries showing cataly- 
tic-cracking unit in rear — storage tanks in foreground. 


Siaclair Pipe Line, one of the World's Longest, arches from 
Texas to the Great Lakes, then to the Atlantic Seaboord. 


Administration Building of Sinclair Research Laboratories, Inc. 
at Harvey, Ili. Multi-million dollar facilities include 9 buildings 
on 38-acre site. 





Typical Sinclair Dealer station — last stop on the jour- 
ney of automotive products from well to consumer. 
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Flag Stop 


(Continued from page 37) 
Spracue (to himself): Til be dog- 
goned if it don’t beat all. 

Davin: Is there something I can do 
for you, Miss Sauerly? 

Hevene: I've decided to keep the 
perambulator. That is, not for myself! 
Dear me, what am I saying! 

Davip: Well, I'll wheel it back out 
to you. 

Spracue (with 
that is.. 


sincerity): Helene, 
you . I'll help you get 
it home 

Hevene (testily): I shall take care 
of that very well myself! (Then) Dear 
me, how shall I manage it? 

Davip: I'll look up the 
(David goes to his table.) 

SpracuE (gently): If you don’t mind, 
Helene, what are you hankerin’ to do 
with it? 

Hevene (shortly): A wedding. 

Spracue: A wedding! (A lump rises 
in his throat.) You mean you... .! I 
thought you'd been lookin’ like a school- 
girl of late. 

Hevene: Filatterer! (Then, with a 
slight sigh) My schoolgirl days were 
over thirty years ago. 

Spracue (with sincerity): Maybe, 
in a way, Helene, but when your cheeks 
flush up like they do now . . 

Hevene: My cheeks do not flush! 

Daviw (coming with the papers): 
Here you are, Miss Sauerly. If you'll 
sign right here. 

Hetene: Why didn’t they send it 
dismantled? 

Spracve: Ain't it always the way 
with these companies? Of course, Hel- 
ene, you ordered a percolator. 

Hevens: I know, but this must serve 
the purpose. The shower is tonight. 

Spracue: Oh, the shower! The Phil- 
lips girl. 

Davin: I heard Betty talking about it 
this noon. 

Spracue (relieved): Oh, that’s it. 

Hevene (confidentially to David): 
You know about such things, Mr. Gil- 
bert. Will it be too out of place to pre- 
sent her with this? 

Spracue (answering for David): I 
should say not! In this day and age... 

(The telephone rings.) 

Davin: Just a minute. (David goes to 
the telephone.) 

Spracue: Helene . . . (Helene fin- 
gers her purse nervously.) I wasn’t just 
talkin’ when I said that about your 
lookin’ young-like. You do. You remem- 
ber how we used to dress up like we 
was older than we were? Now we don’t 
want to act as young as we really feel 
ibout some things. 

Davin (at the phone) 
and I'll look it up, Mr. Weaver 
has business at his file.) 


way bill. 


Just a minute 


(David 


Spracue: Helene, I’ve stood down 
at the postoffice often and watched you 
when you came in for your mail. I've 
been afraid to talk to you because of a 
funny feelin’ I had that you didn’t want 
anything to do with me. Oh, I know 
you'd pass the time of day with me 
kind of short-like. You know, I’ve even 
come to church just to be where I could 
see you. 

Hevene: That’s a very sacrilegious 
thing to do, Sprague Higgins. 

Spracue: Maybe it is, and then 
again, maybe there’s some religion in it. 

Hevene: You always talked strange. 
It’s very disturbing. 

Spracue: Guess the reason I never 
talk much to you is because you always 
seemed so much better and smarter 
than me, Helene. . . . If I ever did talk 
the whole town would be buzzing like 
a nest of bees. But, I sure wanted to. 
And now that Providence has fixed up 
this chance... . 

HELENE (turning to him, quietly dis- 
turbed): Please, not so loud. 

Spracue: Don’t mind David. He'd 
like to stop a train. I'd only like to stop 
you for a minute, Helene. Now, that’s 
a dev—dickens—of a thing to say. Gosh, 
I didn’t mean to compare you to a 
train, Helene! 

(They are interrupted by the en- 
trance of Betty Gilbert and Gayland 
Wilson. Betty is perhaps 22; Gayland 
about 26. They are in happy spirits.) 

Betty (at sight of the baby buggy): 
Hello! What's this? 

Hevene (shortly): A mistake. 

Spracue (beginning to dismantle 
it): It’s for the shower. 

(David has closed his telephone busi- 
ness when Betty rushes over to him.) 

Betty: Dad! 

Davin: What are you doing here at 
this time of the day, Betty? 

Betty: Guess what’s happened. Mr. 
Wilson’s car broke down! Isn’t it won- 
derful! He’s got to take a train! 

Davin: You mean—this young man— 

Betty: You know Mr. Wilson, Dad, 
he’s often been in town— 

Davw: You mean—flag stop, M1: 
Wilson? 

GayLanp: Any way to get me to 
Brenham, My. Gilbert. 

Davi (crestfallen): Brenham! I can’t 
get you to Brenham! 

Betry: You can flag stop the four- 
thirty-four 

GayLanp: Doesn't it stop at Bren- 
ham? 

Davip 


It stops there all right, Mr. 
Wilson, but flag stop is only for Dodge 
City and beyond. 

GayLanp: Then I'll buy a ticket to 
Dodge City and get off at Brenham. 


(The falls over on 
Sprague.) 
HELENE (to his rescue, kneeling be- 


side him): Sprague! Are you hurt? 


perambulator 


Davi: You really think you might 
do that, Mr. Wilson? 

Gaytanpb: I'm afraid it’s worth it. 
You see, I'm meeting my dad there to- 
night... 

Betty: He’s driving from Wichita. 

Gaytanp: Dad sent me here to ne- 
gotiate with a bunch of farmers about 
a grain elevator and... 

Berry: And they might build one 
here in Stratford. In fact, it’s very pos- 
sible. 

GayLaNp: Just when I’m ready to 
leave I burn out a bearing in the old 
jalopy. . . . You see, Mr. Noble lives in 
Brenham and he’s the. . . 

(Sprague is pounding a wheel off the 
perambulator. ) 

Davin: Sprague! You mean, Mr. Wil- 
son, one of the big Wilson-Noble ele- 
vators might be built here in Stratford? 

GayLanp: I think the territory war- 
rants one. And if I can meet Dad to- 
night as scheduled, I believe we can 
settle it. 

Davin: I'll make you out one for 
Dodge City and you can catch number 
nineteen at four-thirty-four. 

(David consults his watch, and goes 
to the telegraph at the table.) 

Spracue: I don’t know how Ford 
does it. This is the complicatedest piece 
of machinery I ever saw. 

GaYLAND: Maybe it’s out of vour iine, 
Mister. 

Spracve (shortly): Maybe it is and 
maybe it ain't. 

HELENE: Sprague was always good 
at this sort of thing—I mean, around 
machinery. (She goes out.) 

Spracue (getting to his feet): Oh, 
now, Helene! What did I do now? (He 
gets to his feet and soon goes out, tak- 
ing two of the wheels.) 

Gay.anp: Holler if you need some 
help. (He turns to Betty.) Or maybe 
I’ve got my own problems on hand. 

Betty: How do you usually meet 
your problems, Mr. Wilson? 

GayLanp: Usually with open arms, 
Miss Gilbert. 

Betty: Let's finish the job for them. 

GayLanp: That’s what I was think- 
ing of doing. 

Betty: I meant the perambulator. 

GayLanp: That’s what I mean. (He 
gets down to work.) 

Betty: You'll be coming back for 
your car, won't you? 

GayYLanp: Why do you think I let it 
break down? 

Betty: I didn’t know you had it 
trained that way. 

GayLanp: I haven't usually. 

Betty: Was this something special? 

GayYLanp: Extra special. 

(David, having finished at the tele- 
graph, comes from the office.) 

Davin: Betty, kind of look after 
things while I run up to the store. 

GayLanp (getting the buggy disman- 








tled): You wouldn't think the old girl 
would give anything like this, even for 
a shower. 

Davw: Neither did she. (David 
goes.) 

GayLanp: I don’t suppose you knew 
that, did you? 

Betty: What? 

GayLanp: That you're extra special? 

Betty: No, it’s news 

GayLANp: There’s news behind the 
news, too. 

Betty: What? 

GayLanp: What about that fellow at 
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the store who asked you to go to the | 
alumni banquet at Willow City tonight? | 


Betty: I didn’t say I'd go. 

GayLanp: No, and you didn’t say 
you wouldn’t either. ‘ 

Betty: Are you interested, Mr. Wil- 
son? f 

GayLanp: I am, Miss Gilbert. Is that 
where you went to High School? 

Betry: M-hm. 

(Gayland gets another piece off the 
buggy.) 


Betty: Do you know, you're making 


this an awfully big day for my dad? 
GayLanpb: For your dad! 


Betty: I'll bet he’s up buying him- | 
self a new coat for the big moment | 


when he stops the four-thirty-four. 
GayYLaNp: It might be a big day for 

him, but it could be a bigger night for 

me. 


means to him. 
GayYLAND: Just think, there’d be Wil- 


Betty: But you don’t know what it | 


iow City and the little red school . . . 


Betty: Willow City? 
GayLaNnp: Would you go? 
Betty: Your car’s broken. 


GayLanp: I think I could carry you | 


twelve miles. 
Betty: Could you? 
GaYLaNbD: Would you go if we could 


find a way? 


Betty: You've got to get to Brenham. | 


GayLaNnb: There’s another way to 
get to Brenham besides the four-thirty 
four. I could order a plane out of Kan- 
sas City, be picked up at the Willow 
City airport and... 

Betty: Thrilling! 

GayLaNnpb: And get to Brenham be- 
fore number nineteen. Where’s a phone? 

Betty: Right over... (She starts to 


show him the phone; stops suddenly.) | 


Oh, no, no. You couldn’t do that! 


GayLaNnD: Then we'll go up to the 


telephone office 


Betty: I mean, you—you've got to | 
| 


take the train. 


GayYLAND: For your dad’s sake? 


Betty: It is kind of foolish, isn’t it? | 


GayLaNpb: Seems that way when to 
night could mean a lot to vou and me 


Or maybe it isn’t foolish—I don’t | 


know. 


Betty: Sometimes I think it’s maybe | 


Continued on page 43) 


BOTH MADE BY SPALDING 


In the Company 
y of the Great 


Joe DiMaggio — like all the great 

figures of baseball — will live forever 

in the memories of sports fans. 

These immortals have added color 

to our national game — and 

greatness to Major League play. 

The Twins of the Majors have always been 
in the company of the great. For 76 years 
the Spalding has been the only official ball 
of the National League. And its twin, 

the Spalding-made Reach, has been so honored 
in the American League for 51 years. 
Those teams that aspire to greatness play 
the game’s best-known base balls — 

the Spalding or the Reach. 


Ask to see the Joe DiMaggio 
gloves and base ball. 
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BOY dates GIRL 


OY dates girl—or does he? Not if 

he’s Frank, who moans, “I have 
to go stag everywhere—to parties, 
games, plays. I'm in the ever-present 
situation of being broke!” 

Polly, the girl he’d like to date, has 
her problems, too. “It’s only natural 
to want a new sweater if your best 
friend gets one. But is it fair to ask 
Mom and Dad for more allowance?” 
she asks herself. 

Let's put our heads and empty 
wallets together and see if we can 
work a little magic for Frank and 
Polly and you. Presto! Now there's 
money for a movie, now there's 
money for a record, now there's 
money for a birthday present for 
your best friend. How was it done? 
Watch closely. ... 


Q. I have as much spending money 
as most kids my age, but I never have 
any money for something “special.” 
Frankly, do you think it’s possible for 


kids our age to save money? 


4. It’s possible—but it isn’t probable, 
unless vou want something very, very 
much! The cost of living has eaten a» 
big hole in everybody's pocket. And 
there’s only one way of darning the 
hole—with a budget 

The first thing to do is to “shadow” 
your motiev and find out where it goes 
Buy a small notebook and keep an ac 
count of every penny you spend for a 
At the end of the month, add up 
for school 
movies, etc. Now 
and accurate 


month 
ill the 
lunches, for 
vou should have 
picture of how you spend your money 

At the same time keep a record of 
the amount of money you “take in’—the 
amount of money you earn, your allow- 
as a 


money you spent 
cartare, 


} 
a ciear 


ance and any money you receive 
gift. Compare the total of these figures 
with the total amount you spent 

Do they balance? We thought not! 
Now you have three choices: 1. You can 
job—or another job. (Consider 
carefully, though, the possible damage 
to vour health, your school grades, and 
your social development.) 2. You can 
ask for more allowance. (Weigh vou 
needs against the needs of the entire 
family.) 3. You can study your expen- 
ditures to see if there aren't some items 
which can be cut. Everything you can 
cut automatically goes into your special 
fund. 

You might limit yourself to using the 
family car once a month (saving on the 


get a 


cost of gas); you might take your lunch 
to school—instead of buying it—several 
days a week; you might cut down your 
sundaes or other expensive soda-foun- 
tain luxuries. 

You can probably cut down on dating 
expenses, too, The best-liked daters are 
those who “think up” interesting and 
different things to do on a date. Put 
some thought into finding things to do 
that are inexpensive. Let your girl in on 
your plan; if she’s the right kind of girl, 
she'll help you make a “go” of it. 


Q. What can you do if you want and 
need an increase in your allowance? 1 
think if 1 knew how to “play my hand” 
right, I could get one. What do you 
suggest? 


A. Your “best play” is a written rec- 
ord of your expenses, A shrug of your 
shoulders and_the words, “I don’t know 
where it goes; it just goes,” certainly 
won't impress your dad. Tally the items 
so that you can present, as evidence, a 
statement of your necessities. 

If you've fallen into debt and are 
using this week’s allowance to pay off 
last week's loans, your case is weak 
It'd be better to deny yourself all the 
“extras” until you can get your books 
balanced. To make your case air-tight, 
begin a conscientious campaign to use 
your present allowance wisely. For ex- 
ample, don’t waste notebook paper, 
throw your clothes around (the cleaning 
bill is a tattle-tale), or forget to take 
your books back to the library. Such 
carelessness will surely come up in a 
cross-examination! 

Choose a time to discuss your case 




















Marty Links, Consolidated News Features, Ine. 
“lf I'm a deduction on our income 


tax, Dad, why not split it with me?” 


when your dad isn’t pre-occupied. Don’t 
interrupt him when he’s watching his 
favorite TV show or making out his in- 
come tax return. Also, don’t wait until 
you're “broke” and then present him 
with an ultimatum: “Either you'll have 
to give me what I want or my social life 
will be ruined!” Don’t whine; don’t 
shout. Present your facts as one busi- 
nessman to another. Tell him the truth 
—you need more money now because 
easels Ask him if he has any ideas on how 
you can stretch your budget, and be 
prepared for some good advice! Your 
parents are probably eager for you to 
learn to pay as you go. 


Q. Our class would like to give a 
large formal dance in June, but we're a 
very small school and can't afford to 
give one. What are some ways to raise 
money? 


A. The students of Orono (Me.) 
H. S. earned enough money to give 
themselves a 1,500-mile air trip across 
seven states and part of Canada. They 
ran their own employment agency and 
worked for two years as baby-sitters, 
snow shovelers, and odd-job men. 

The class of 50 of the Ozark (Ark.) 
H. S. traveled by bus to Washington, 
D. C., Philadelphia, and New York. 
Their parents and the P.-T. A. helped, 
but mostly the students themselves 
earned the $1,000 needed for the trip: 
they cut more than seven tons of seed 
potatoes for a grower; shelled peanuts; 
set out 10,000 pine tree seedlings on an 
eroded farm; put on a senior play, a 
basketball tournament, and a square 
dance. They did baby-sitting, house- 
cleaning, and grass-cutting jobs. 

The students (all girls) of Walton 
H. S., N. Y. C., presented two $375 
checks to an Army official for recrea- 
tional facilities for the men of the Sec- 
ond and Seventh Infantry Divisions in 
Korea. They collected and sold their 
own records of their favorite crooners; 
they baked and sold cookies; auctioned 
books; ran “most beautiful baby” and 
the “most handsome boy friend” con- 
tests. 

This should. be proof enough that 
boys and girls your age can earn money 
as well as spend it! For more tips on 
how other h.s. students swing. similar 
projects, write to the National Associa- 
tion of Student Councils, 1201 Sixteenth 
St., N. W., Washington 6, D. C. 





Flag Stop 


(Continued from page 41) 


natural—the way dad feels—working 
as he has#with the same road all his 
life—going down instead of up as he'd 
planned, seeing the trains go through 
every day, with the men he used to 
know running them. 

GayLanp: Maybe I can get the Wil- 
son-Noble Company to build an eleva- 
tor right on the tracks, or maybe they'll 
get a good district manager here—a 
nice young man connected with the 
firm... 

Betty: And trains stopping at Strat- 
ford all the time—trains picking up 
grain. 

GayLanp: I think you’ve got trains 
on your mind. Betty, when I come back 
for the car, will you run over to Willow 
City or somewhere with me? 

Betty: M-hmmm. 

(Sprague and Helene come in in 
happy spirits. Helene clears her throat 
at sight of Betty partly in Gayland’s 
arms.) 

Spracue (chuckling): Doggone, sure 
must be something in the air. 

GayLanp: Have you noticed it? 

SpracvuE: By gum, I've felt it! 

HELENE (pleased at the dismantled 
perambulator) : Thank you, Mr. Wilson. 

Spracue (pleasantly to Gayland): 
Too bad you're a stranger hereabouts, 
Mr. Wilson, or Helene and I'd take you 
all with us to Willow City tonight. 

GayYLanp: What's taking you over 
there? 

SpRAGUE (sincerely): Memories, mis- 
ter. Memories and heartbeats. 


Hevtene (in gentle warning): | 


Sprague . . 

Betty: You're going to the banquet, 
Miss Saueriy? 

HELENE: Sprague and | thought we 
might, out of our duty to the school. 

SPRAGUE: My car is old, but it’s a 
two-seater, and it'll run. 

GayLanp: Well, Betty? 

Betty: I'd like to say yes, but... 
(David enters. He is wearing a brand 
new blue jacket and a new cap.) Dad, 
you look marvelous! 

Spracue: What the dev—dickens! 

Heene (pleased): Mr. Gilbert! 

Davm: There’s a big crowd of about 
twenty folks oa their way down. 

Betty: You hear! 

Davin: Here’s your ticket, Mr. Wil- 
son. I hate to charge you for it, too, 
especially since it’s seven dollars and 
since you could go all the way to Dodge 
City instead of just to Brenham—and 
because of other reasons, too. 

Spracue: You. just better keep the 
flag handy, David, ‘cause someday 
maybe there'll be two folks goin’ to 
Dodge City and beyond. 

(Continued on page 45) 
































Half-alive Hal missed His kindly coach advised him thus: 
every toss — Won jeers “Eat honest food for energy plus!” 
not cheers. A total loss! 














“Hurray for Hal!” 
his pals all roar 
Now that the lad has 

learned the score! 


NABISCO SHREDDED WHEAT’S the way 
Hal found real zip to start each day. 








GE, BAKED BY NABISCO - NATIONAL BISCUIT COMPANY 


NOTE TO TEACHERS: Valuable Wall Chart and student project sheets on the role of whole wheot 
in America’s economy and society and in the family diet are available. Write to National Biscuit 
Compony, Niagara Falls, New York, Dept. S-252. 
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HOME RUN KING 
Always— 


GGER’S CHOICE! 


Season after season genuine auto- 
graphed Louisville Slugger bats 
remain the choice of the cham- 
pions in every League. Take your 
cue from them and msist On a 
Louisville Slugger bat when 
you're ready to buy! 


FREE AT YOUR DEALER'S 
or send Sc im coi 
Hillerich & Bradsby, 
S-32, Louisville 2, 

Print mame and 
plainly. Softball rule books 
also available 10¢ per copy. 


Lovisvill 
SLUGGER BAT 
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Buy U.S. Defense Stamps 


Forget-Me- 
Nots 


OW the dribble-and-hook season has 
F flown! Except for a couple of tourna- 
ments, it’s practically over. And here I 
am stuck with a “basket” of unfinished 
business. 

Back in November, I picked a dozen 
stars to write about. Somehow, though, 
I got around to only four—Bill Mlkvy, 
Clyde Lovellette, Mark Workman, and 


Don Meineke. 


That's certainly a nice selection, and 
I don’t have to apologize for it. But I 
wouldn’t like to write off the season 
without paying tribute to several others 


| equally deserving of mention. 


1. Dick Groat, Duke. A mere 6-footer, 
“Groat the Great” is a dazzling faker, 
driver, and shooter. He led the nation’s 
scorers in 1950-51 with a record- 
smashing 831 points, and might do it 
again this season. 

He’s averaged about 25 points a 
game for two straight ye irs, and is All- 
American in two sports—basketball and 
baseball. A great shortstop, he led Duke 
to the college baseball crown last sea- 
son. Both the Giants and the Pirates are 
on his trail. 

2. Larry Hennessey, Villanova. This 
trim, 6-foot-3 set-shot ace stepped into 
the great Paul Arizin’s shoes at Villanova 
and, believe it or not, is fiJling them 
beautifully. In 1950-51, Larry set a 
scoring record for sophomores by dunk- 
ing 703 points. This year he’s slightly 
off that pace but still averaging better 
than 20 points a game. He stands a fine 
chance of breaking the major-college 
career scoring record by the time he 
graduates. 

3. Chuck Darling, Iowa. The giant 


| Hawkeye made a joke of the Big Ten 


scoring race this season, finishing a mile 
ahead of everyone. Coming into the 
final week of the season, Chuck boasted 
an average of 25.5 points per game— 
just a shade under the country’s leader 


| (Lovellette). Because of Chuck Darling, 


Illinois—expected to waltz into the Big 
Ten titlke—was battling Iowa for its life 
as I wrote this. 

4. Johnny O’Brien, Seattle. Though 
only 5-foot-9, this speedy, shifty bundle 
of T.N.T. became the first college 


Dick “The Great” Groat, Duke’s fabulous 
basketball and baseball All-American. 


player in history to ring up more than 
1,000 points in a single season. He 
made the headlines last month by scor+ 
ing 43 puints against the famed Harlem 
Globetrotters. Like Groat, he’s also a 
great baseball player and . . . well, he’s 
so sensational! I'll have to write a full 
story about him. 

5. Cliff Hagen, Kentucky. Back in 
my December 6, 1950 column, I wrote: 
“Here’s a hot tip—watch out for Cliff 
Hagen! Cliff won't be eligible until Feb- 
ruary, but once he goes into action, he'll 
shoot, run, pass, and rebound his way 
to All-American honors.” 

This was before Hagen ever played 
in a varsity game. Well, he did go into 
action that February, and became a 
starter on Kentucky’s championship 
team. But he didn’t make All-American. 
With 7-foot Bill Spivey at center, Cliff 
had to play on the outside—where he 
couldn’t show to best advantage. 

When Spivey dropped: out this sea- 
son, Hagen moved into the pivot posi- 
tion and promptly lived up to every- 
thing I predicted for him. He started 
hitting over 20 points a game and re- 
bounding like crazy. In short, he pre- 
vented my prediction from falling off a 
Cliff. 

6. Wally Dukes, Seton Hall. In that 
same column mentioned above, I also 
wrote: “The big gun to watch (on Seton 
Hall’s team) is Walter Dukes, and what 
a man he is! Though 6-foot-11, he’s the 
fastest man on the team.” 

Both Seton Hall and Dukes didn’t 
come through as expected last season. 
But I was just a year ahead of myself. 
It took those fine Pirate sophs a year to 
jell. They made the grade this season. 
And my_feeling is that Dukes will go 
on to become one of the real greats 
of the game. He’s terrifically fast, agile, 
aggressive, and springy. With a little 
more work on his shooting, he'll become 
unstoppable. 

—HeERMaN L. Masin, Sports Editor 





Flag Stop 
(Continued from page 43) 


HELENE: Sprague .. . 

GayLanp (business 
There you are. * 

Davip: Thank you, Mr. Wilson. 
Thank you very much. And I—I hope 
you won't mind some of the folks ¢com- 
ing down. I just mentioned it to them 
sort of casually like up town. 

HELENE: It’s a great day when some- 
thing happens that you always looked 
forward to happening someday. 

Davin: Yes, isn’t it? 

SPRAGUE: It sure is. 

GAYLAND: It sure must be... 

(The low rumble of train is heard.) 

Davin: She’s early! 

Joun Snyper (rushing in Hey, 
David, she’s coming down at the forks! 

Davin: I got her warned on the tele- 
graph. . 

Betty: Are you sure, dad? 

Davin: Sure as day. You hear that? 
Two short whistles? That means the en- 
gineer got the conductor's signal on the 
stop rope. That means he’s watching for 
a flag stop at Stratford. Come on, Mr. 
Wilson! 

Joun: Must be all of fifteen people 
out there! 

Davin: She’s coming! But this time 
she’s going to stop! He goes out.) 

SpracuE: It’s so doggone excitin’ I 
could cuss, 

HELENE (gently): Sprague ... (She 
offers him her arm. He takes her arm 
and they go out. The train is near.) 

GayLanp: Coming out, Betty? (She 
shakes her head.) You've been swell. 

Berry: That was easy. 

GayLAnpb: So long. 

Betty: So long, Gayle. 

(He takes her in his 
turns. ) 

Joun: Hey, you'd better hurry, she’s 

He gulps as Gayland kisses Betty.) 

Gay anp: I'll be back. 

Betty: Good-by. 

Joun: She’s here. (Gayland goes. 
Betty remains near the counter. The 
train comes to a stop outside.) Your 
Paw’s right out there in front. He’s 
holdin’ that little flag right in the face 
of the streamliner. I'll be doggoned! 
The feller’s gettin’ on. Your Paw’s 
shakin’ hands with him—now with the 
brakeman, and with the conductor. 
Doggone! Look at him! Wait—there’s 
the signal. Never did see a streamliner 
stop before. She’s takin’ off. You ought 
to see your Paw, Betty. Looks to me 
like he’s a-cryin’! Looks like Sprague 
Higgins is a-cryin’, too! Helene’s put 
her arm around him! Well, Doggone! 
It’s sure a good thing that traims don't 
stop here every day! 

(The streamliner departs and fades 
out in the distance as the curtain falls.) 


with money): 


John 


arms 


Story Time 
Author: “Here is the plot of my new 
story. It is midnight. Two burglars creep 
toward the house and as they enter the 
clock strikes one .. .” 
Wife (breathlessly): “Which one?” 


Facing Facts 
He was much more enthusiastic over 
the looks of his wife than his friends 
were, 
“She’s marvelous,” he declared. “She 
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just. floated down from heaven and 
landed in front of me.” 
Whispered one of the listeners: “Too 
bad she landed on her face.” 
Magazine Digest 
Hard to Tell 
Joe: “What's the difference between 
an orange and a yo-yo?” 
Shmoe: “I don’t know.” 
Joe: “You'd be a fine one to send 


after a dozen oranges!” 
Canadian High News 





Shirley Baxter’s 


come through regularly 


BELL TELEPHONE SYSTEM 


being shown in many high schools -this yeor. 


Last year Shirley Baxter was a high school senior. 
Today she is one of thousands of girls who have 
chosen careers with the Bell Telephone Company. 
She didn’t need experience to get her job, and she 
earned full pay even while she learned. She loves 
her work and knows there are many chances to 
advance. Starting salaries are good, and increases 


Why not consider a career with the telephone 
company when you're thinking about tomorrow? 


= 


*The new telephone company film, ‘‘A Thought for Tomorrow,” is 


Seen if yet? 





CHICAGO 
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of fine 


Sell your classmotes 


SENIORS America’s Most Beav- 


tiful and complete line of Modern 
GRADUATION 
NAME CARDS 


carn sensational commission 

Memory Book with each order 
Write teday for free samote kit 
PRINTCRAFT, Dept. S 

1425 — Eim St., Scranton 5. Po 


STAMPS 


What Are ‘Approvals’? 


Scholastic Magazines occept stamp advertisements 
only from reliable and trustworthy stomp deciers 
Our readers cre advised to read an advertisement 
carefully before sending money for stamps. If the 
advertisement mentions the word “approvals,”’ the 
stamp dealer will send you in addition to ony free 
stomps, stomps you pay for in advance, a selection 
of other stomps known as “approvals.” Each of these 
‘approvel” stomps has oa price clearly marked. If 
you keep any of the “approval” stamps you must 
poy for them and return the ones you do not wish 
te buy. If you do not intend to buy any of the 
approval” stamps return them promptly, being 
careful to write your name and address in the upper 
left-hand corner of the envelope in which you re- 
turn the stamps. Scholastic Magazines will do all in 
their power to protect their readers from unfair 
practices. Any reader whe considers that he hes 
been deceived as a result of his response to an 
advertisement in Scholastic Magazines is urged to 
appeal to the Executive Editor, Scholastic Mage- 
tines, 351 Fourth Ave., New York 10, N. Y¥ 
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Special NATO Issue 


On April 4 the U. S. Post Office De- 
partment will issue a 3-cent stamp in 
purple to commemorate the third anni 
versary of the signing of the North 
Atlantic Treaty at Washington, D. C. 

NATO was set up to protect its mem- 
bers against attack by any aggressor. 
The member countries promised that if 
one of them is attacked, the others will 
come to its aid. The original 12 nations 
which made up NATO were Belgium, 
Denmark, France, Great Brit- 
ain, Iceland, Italy, Luxembourg, the 
Netherlands, Norway, Portugal, and the 
U. S. This year Greece and Turkey have 
joined the organization. bringing the 
number of member nations to 14. 

The central design of the new stamp 
a torch, the symbol of freedom 
and peace. This torch is held aloft by 
human hands, which represent the 
strength and cooperation of the united 
NATO nations. A portion of the world 
serves as a supporting base for the arms 
and the torch. 

One unusual feature of this stamp is 
its smallness. It is the size of the or 
dinary Presidential issues. This is the 
first special issue since the 1946 Vet- 
erans of World War II stamp to be 
this size. Since the stamp is of ordinary 
size, it will be used for a while instead 
of the Presidential series. 

For first-day covers of the 
send a self-addressed envelope to the 
Washington 13, D. C. You 
may ask for as many as 10 first-day 
covers. Be to send a money order 
or posta] note to cover the cost of each 
first-day cover you want. On the outside 
addressed to the Postmaster 
“First-Day Cover.” 
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Simple 

A young husband who had agreed to 
buy a vacuum cleaner for his wife was 
disturbed when he found she had or- 
dered the de luxe model instead of the 
standard model. 

“But dear,” his wife explained, 
won't cost any more! All we have to do 


is pay a little longer.” 
Home Folks 


Begorra! 


Dudley Field Malone, who played 
the part of Winston Churchill in Mission 
to Moscow some years ago, was subject 
to a great amount of ribbing as a result 
of his appearance in that role. 

“You seemed to get such a kick out 
of the part,” remarked a friend. “Was 
it because for the moment you thought 
you were actually Churchill?” 

“No, it wasn’t that,” explained Ma- 
lone. “What tickled me was that I was 
the first Irishman who was ever Prime 
Minister of England.” 


Christian Science Meanitor 
His Master's Voice 


Joe: “Is your dog trained?” 
Moe: “Well, when I tell him not to 
sit up—he doesn’t sit up.” 


- 


Coed 


More Than a Mouthful! 


Preparing to baptize a tiny infant, 
the officiating minister turned to the 
child’s and said: “His name, 
please?” 

“Percival Archibald Geoffrey 
son,” the proud mother replied. 

The minister turned to his assistant 


“A little more water, please.” 
Home Folks 


mother 


Smith- 


and said 
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Self-Defense 


A local small fry had been vaccinated, 
and after the operation the doctor pre- 
pared to bandage the sore arm, but the 
boy objected. 

“Put it on the other arm, Doctor.” 

“Why, no,” said the physician, “I 
want to put the bandage on your sore 
arm so the boys at school won't hit it.” 

“Put it on the other arm, Doc,” re- 
peated the boy. “You don’t know the 


fellows at our school.” 
Magazine Digest 


Old Refrain 


I’m through with dames; they cheat and 
lie. 

They'll prey on us males to the day we 
die. 

They tease and torment us, and drive 
us to sin... 

Hey! Look at that blonde that just came 


in! 
Canadian High News 


Wrong Line, Doc 


In St. Louis, an eagle-eyed under- 
taker saved a famous but absent-minded 
doctor a great deal of embarrassment. 
In making out a death certificate, the 
doctor made the mistake of signing his 
name in the space marked “Cause of 
Death.” 


Parade 


Culture Corner 


Boy: “Do you like Kipling?” 
Girl; “I don’t know, I've 
kippled.” 


never 


Kuay Weekly 

















Saturday Review of Literature 
“How do you want your peanut butter? 
Homogenized, hydrogenized, stabilized, 
dextrini thyaminized, or plain?’ 
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Plain English 


Pretty good at pronunciation, eh? 
Read this out loud. It’s written in plain 
English: 

“Cecil Wavertree of Woolfardisworth 
and Magdalen College rides to the Bel- 
voir hounds on Hayward’s heath.” 

If you got half of it right you're a 
Yank. If you got eight or nine words 
right you're a genius. If you got all 14 
of them, let’s face it—you’re an English- 
man. 

Here’s the way it should sound: 
“Cissel Wawtry of Woolzery and Maud- 
len College rides to the Beever hounds 
on Heward’s hawth.” 

Prize pronunciations in Britain are 
those of the names of villages, but sur- 
names run a Close second. 

Pontefract is pronounced Pomfrey, 
Slaithwaite is Slowit, Sawbridgeworth 
is Sapsworth, Cirencester is Sisseter, 
and Towcester is Toaster. In Kent there 
is a town named Romney which the 
townsfolk call Rummy. In Hampshire 
there is another Romney. There it is 
called Rumzy. 

But you don't have to worry about 
pronouncing the name of that famous 
village in Anglesey, Wales: Llanfairpwll- 
gwyngy!l gogerychwtrndrobwilllandisili- 
ogogogoch. It’s pronounced just like it’s 
spelled! 


Magazine Digest 


Liquid Sunshine 


Gus Kahn overheard this repartee be- 
tween two rabid Californians during a 
heavy rainstorm in Los Angeles. Both 
watched the downpour with embar- 
rassed expressions. Finally one said to 
the other: “Boy, some terrible weather 
certainly blows in from Nevada, doesn’t 
it?” 


The Public Speaker's Treasure Chest 


Smooth Talk 


“Madam,” said the persistent sales- 
man, “you simply must try this new 
facial preparation.” 

“Is it any good?” she asked warily. 

“Good! Why, madam, this cream is so 
good that it will remove the wrinkles 
from a prune. Of course, it won't help 
your face any, but you'll have the 


smoothest prunes in town.” 
MeCall Spirit 


Stranger 
Visitor: “Can you tell me the name 
of this school?” 
Young Man: “Sorry, mister, I'm just 


a football player here.” 
McCall Spirit 


To Be Frank... 
Officer: “Does your uniform fit you 
satisfactorily?” 
Cadet: “The tunic is all right, sir, but 
the trousers are a little tight around the 


armpits.” 
Canadian High News 


More athletes have 
Bike Athletic Supperters 
than any other brand 


America’s top swimming stars say 
“Don’t take part in any sport with- 
out che protection of a supporter !*" 
So do as leading athletes do. Get 
the reliable protection BIKE Ath- 
letic Supporters give you. There's 
a BIKE support for every sport . . . 
at athletic-goods stores every- 
where. Play safe! Wear BIKE! 


BIKE WEB 
COMPANY 











Illustration less than 
4 actual size 


riendship 
Photos 


from your graduation portrait 


Lovely pictures of you — for friends, 
classmates, relatives for attaching 
to your college or other applications 
—at a price that makes it easy to 
give or exchange as many as you 
please. Convenient wallet size — 
2'4"x3}4". Double-weight portrait 
paper, finest satin finish, for rich, 
long lasting beauty. 

Mall Money-Back Coupon Now For 20 
Friendship Photos from one pose, just 
mail finished graduation picture or postpaid 
glossy print with a dollar enclosed. 


0 


for only 


5100 


-— eee ee ee 


FRIENDSHIP PHOTOS, | 
Box 1-8, Quincy 69, Mass. | 


Please send me Friendship Photos. | 
I enclose $....... and graduation picture whigh | 
you will return unharmed. My money back if I’m 
not delighted. 
City 
State .. 














Serve what 
guests enjoy 








Thirst knows no season—nor does 
ice-cold Coca-Cola. It’s ’round-the-clock, 


day-in-day-out refreshment. 








Off the Press 


A Handbook for Social Studies Teach- 
ing, by the Association of Teachers 
of the Social Studies in the City of 
New York. Republic Book Co., 115 
E. 53rd St., N. Y. 240 pp., $4.50. 


“We do not want to conquire the 
world we just want peace and freedom 
for everyone and that no one lives in 
feer from someone else. We don’t want 
the world to become communistic and 
live under dicktatorship.” This is an 
excerpt from a script prepared by slow 
learners who had studied the Korean 
War. Correction of the spelling and 
punctuation was taken up later. 

It is in this spirit of down-to-earth 
classroom experiences that New York 
City social studies teachers have pre- 
pared a major contribution to the teach- 
ing of the social studies. In chapters on 
teacher planning, the unit organization, 
the core curriculum, the slow learner, 
the superior student, the teaching of 
current affairs, audio-visual materials 
and techniques, and testing, they have 
done much more than state lofty objec- 
tives. Each chapter carries with it ac- 
tual lesson plans of teachers who have 
tried the techniques which are sug- 
gested. 

An unusual feature of the volume, 
used also in an earlier publication of 
the Association a decade ago, is the 
“Notes from a Chairman’s File.” These 
have been largely rewritten and will 
serve as an excellent guide to teachers 
who wish to increase the effectiveness 
of their instruction. Bibliographical aids 
are integrated in each chapter and also 
are annotated in a full-length chapter. 

Preparation of the volume took three 
years, and the effectiveness of its final 
format is in large measure due to the 
editorial efforts of William A. Hamm, 
Assistant Superintendent, High School 
Division, New York City. 


We, the American People, by Mar- 
guerite Ann Stewart. The John Day 
Co., N. Y. 248 pp., $3.50. 


There is a warm sympathy for the 
many minorities who make up our na- 
tion in this useful book. Gathered in a 
single easy-to-read volume, which will 
be welcomed by teachers and secondary 
school students, are chapters on the 
contributions to American life of Scan- 
dinavians, Englishmen, the Irish, Ne- 
groes, Jews, Germans, Italians, and 
Chinese. In each chapter there is an ac- 
count of the historical background 
which gave rise to emigration from the 
old country, the gradual adjustment to 
the New World, and the contribution 
of the group to American life past and 
present. 

There are also chapters which seek 


to analyze our prejudices and suggest 
a partial answer to the problems of 
prejudice. Although the author is en- 
couraged by our progress in combating 
discrimination against minorities, she is 
aware that the road to democracy is 
pitted. Since education offers one wide 
avenue to better human relations, we 
are happy to report that Miss Stewart 
has given us clear directions. 


The Decline of Laissez Faire, 1897- 
1917, by Harold U. Faulkner. Vol. 
VII, The Economic History of the 
United States. Rinehart, N. Y. 433 
pp., $6. 


“Optimism and confidence are nor- 
mal attitudes in a prosperous economy. 
What, surprises the student without a 
full knowledge of the background is the 
appearance within a few years of a 
wave of criticism of existing conditions 
and widespread demands for reform.” 
These lines by Professor Faulkner of 
Smith College refer to the two decades 
before our entrance into World War I. 
They have particular relevance for our 
times, as does this whole study of the 
United States during a period of busi- 
ness expansion accompanied by in- 
creased government regulation. 

Dr. Faulkner is at home in this study, 
for he has explored its social aspects in 


3-T 


tice (Macmillan, 1931). In joining 
other historians and economists in a pro- 
jected nine-volume economic history of 
the United States from colonial times 
to 1941, he has helped to mark clearly 
the path of development during the 
years in which this country emerged 
as a world power. 

After an introductory survey of the 
state of the nation, 1897-1917, Faulkner 
plows more deeply into the rise of 
finance capitalism, “the development of 
econornic imperialism,” technological 
advances, business, labor, and agricul- 
tural movements, and the expansion of 
government control. A_ bibliographical 
essay indicates the care with which the 
author has examined the rich materials 
of our economic history. 

Although this book is not light fare, 
the clarity of its organization and the 
deftness with which divergent points of 
view are presented will make it wel- 
come to teachers of American history. 


Invitation to Advertising, by Kenneth 
Grosebeck. Simon and _ Sehuster, 
N. Y. 392 pp., $3.50. 


A practical book by a prominent ad- 
vertising agency official, on how adver- 
tising works and how to get the most 
out of it. Useful not only to the layman 
wishing to know a little more about 
what makes advertising tick, but to 
students who might be interested in the 
advertising field as a vocation. The 
book ends with 30 examples of current 


his important The Quest for Social Jus- advertisements. Howarp L. Hurwitz 
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A Survey of Economic Education 


The following passages are taken from 
the conclusions of “A Survey of Economic 
Education,” by C. W. McKee and H. G. 
Moulton, a valuable study published re- 
cently by the Brookings Institution, well- 
known center for economics research. The 
full document, a 64-page pamphlet, is 
availeble from the Brookings Institution, 
Washington 6, D. C., for 50 cents. 

This special issue of Scholastic Maga- 
zines on Distribution, along with frequent 
articles and features in the regular. issues, 
is an example of instructional materials in 
economics geared to the interests and un- 
derstanding of junior and senior high 
school youth, which the Brookings study 
found unfortunately lacking in too much 
teaching in this field.—Editors. 


T is clear that the organized educa- 
tional institutions have not ade- 
quately met the educational require- 
ments in this field. Only about 25 per 
cent of college students enroll in eco- 
nomics courses. In the high schools less 
than 5 per cent of those who graduate 
have had a course in economics; and the 
social science texts, which @ontain a 
smattering of economics — commonly 
written by individuals without training 
in this field—provide very poor substi- 
tutes. This situation in the schools is 
due to a combination of factors:  tra- 
ditionalism, crowded curricula, the 
dearth of trained teachers, and the diffi- 
cult character of the subject matter. . . . 
A primary purpose of economic edu- 
cation should be to help the student 
understand what makes the wheels go 
round and what we have to do to main- 
tain a dynamic economy in which the 
benefits of progress are distributed to 
all classes of people. ... 


Methods 


Our conclusion is that a number of 
requirements are essential if economic 
education is to be effective. 

(1) The material must be presented 
in other than abstract terms. Experience 
has amply demonstrated that economics 
in the form of abstract propositions will 
not interest many people. To illustrate, 
if economic rent is explained as the dif- 
ferential between the return from a 
given piece of land and the return from 
land at the margin of cultivation the 
student reaction will be negative. . . . 

A part, but only a part, of the dif- 
ficulty is in the verbiage employed. 
Even more important is the detached 
method of stating the principles. The 
student commonly does not see why the 
stated principle is supposed to be im- 
portant becduse the teacher does not 
relate it to anything which touches his 
experience. The purpose of a definition 


must somehow be made clear if it is to 
have interest or meaning to the student. 
Concepts must be related to facts or 
problems, preferably to those with 
which the student has some familiarity. 
Concrete illustrations are indispens- 
Se 

(2) Students should be encouraged 
to ask questions and to participate in 
discussion. A mere lecture or written 
text will seldom suffice to clarify the 
subject under consideration. In the na- 
ture of the case the speaker or writer 
cannot anticipate all of the questions 
which may trouble the mind of the stu- 
dent; to attempt to do so would only 
serve to clutter and to complicate the 
presentation. In explaining economic 
concepts or in clarifying issues, there is 
no substitute for question and answer 
and back and forth discussion. 

Numerous devices may be employed 
to make the training offered in eco- 
nomics more concrete and interesting. 
In schools and colleges, occasional talks 
by local businessmen and labor leaders, 
field trips to business firms, and special 
student reports on the operation of local 


companies or on community problems 
are very helpful. . . . 

Other devices, which may serve both 
to enliven interest and to assist in clari- 


fying thought, include: debates by 
members of the class or group; guided 
panel discussions participated in either 
by members of the class or outsiders; 
role-playing techniques in which stu- 
dents participate in dialogue discus- 
sions; movies to vivify certain types of 
phenomena or data; charts, pictures, 
and exhibits, presented in a variety of 
ways. 


Qualifications of Educators 


Competency on the part of those who 
prepare materials for economic educa- 
tion or who seek to instruct the unin- 
formed, is of vital importance. . . . In 
the schools, individuals who have had 
little if any training in economics are 
often called upon to teach courses in 
the subject. However much they ‘may 
try, such teachers do not possess the 
knowledge requisite to guide class dis- 
cussions along fruitful lines. 

It must be added that professional 
economists are seldom skillful or effec- 
tive writers for mass audiences. There 
is nothing in their professional training 
which equips them to write clearly, 
simply, and engagingly. If one has in 
some degree this happy faculty, it is 
by accident and not by design. Unfor- 
tunately most economists, deliberately 
or unconsciously, write for the edifica- 


tion and approval of their colleagues. 
They. develop a jargon, the meaning of 
the phraseology employed being clear 
enough to them but largely unintelligi- 
ble to others. 

What is needed is collaboration be- 
tween professional economists and those 
who are more skilled in the arts of writ- 
ing and teaching. The former can en- 
sure that the factual data used are au- 
thentic, that the analysig is valid, and 
that the conclusions follow from the 
analysis. The specialists in writing and 
teaching can ensure that the subject 
matter will be presented in such a way 
as to be both readable and interesting. 
In view of the vast field of opportunity 
afforded in the secondary schools, col- 
laboration between experienced high 
school teachers and professional econ- 
omists is of primary importance. .. . 

In the long-run the schools—secon- 
dary and advanced—must assume pri- 
mary responsibility for economic edu- 
cation. To do so effectively, two re- 
quirements must be met. In the first 
place, time for economic instruction 
must be made available in secondary 
schools for such courses. School boards 
and educators must come to recognize 
that such education is more important 
than many of the frills which in recent 
times have crept into high school cur- 
ricula. Without presuming to suggest 
specific curriculum changes, we insist 


‘that reorganization, involving omissions 


of courses now given, is indispensable 
if economic education worthy of the 
name is to be provided. Moreover,’ if 
real progress is to be made, economics 
must be a required subject. 

The second necessity is to provide 
more extensive and better training for 
teachers, especially in the secondary 
schools. While this is obviously the 
responsibility of teacher-training insti- 
tutions, such institutions cannot be ex- 
pected to take the problem seriously 
until there is an assured. demand for 
the services of teachers thus trained. 
Since a large precentage of these higher 
institutions, like the secondary schools, 
are publicly supported, the opportunity 
is open for state boards of education, 
officials of state teachers colleges, and 
high school authorities to work this 
problem out together. 

We venture to suggest also that if 
teachers are to be adequately trained 
they must be given something beyond 
book knowledge. Opportunity must be 
provided for them to have direct con- 
tact with economic activities. This may 
be obtained through vacation-time jobs, 
part-time employment, guided visits to 
business establishments, and by partici- 
pation in the discussions of industrial, 
labor, agricultural, and community 
groups. There is an opportunity here 
for industrial and other organizations 


“ to assist educational institutions in pro- 


viding such supplementary training. 





